


. buying wave that sweeps away all records—a public ovation of 
grcatcr success to the most successful “Sixes” in history. ‘That is 
the reception to the New Hudson and Essex Super-Sixcs. 


Boston and territory with 800 sales in 10 days; and Detroit and 
Wayne County, with 659 Lissex and 107 Iludson retail sales in 
1S days—an unapproached record—merely reflect the country- 
wide triumph. Fverywhere dealers are reporting more than 
100% greater sales for the first 15 days of January than for 
the whole of last January, which was the previous record. 


HUDSON MOTOR CAR COMPANY, Detroit, U.S. A. 






















It “Pays 


the repairman 
to use the kind 
of piston rings 
people want 


Replace, 
with 
PERFECT 

CIRCLES... 





WHEN A CAR comes into your shop for an over- 
haul—it’s good judgment on your part to rec- 
ommend the rings that the car owner knows 
something about—and wants. 

Motorists are constantly learning through 
PERFECT CIRCLE national advertising that PrEr- 
FECT CIRCLE O7/-Regulating rings save all the oil 
that isn’t actually required for cylinder lubrica- 
tion—that PERFECT CIRCLE Compression rings 
stop Blow-By and help a motor to deliver that 






hit 
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ee 


full, eager power that was built into the motor 
when it was new. 

That’s why you build confidence in yourself 
and the work you do, when you say, “replace 
with PERFECT CIRCLES.” 

Eighty percent of the passenger car manufac- 
turers are using PERFECT CIRCLES as standard 
equipment in part or all of their production. 
This is proof of their dependability in service. 

Replace with PERFECT CIRCLES. 


THE PERFECT CIRCLE COMPANY +, HAGERSTOWN, INDIANA 


PERFECT CIRCLE 


PISTON RINGS 
































March 8, 1928 MOTOR AGE 1 


ELLOG(y 


COMPRESSORS 























It Sure is a Lot 
of Air Compressor 
for the Money 














The KELLOGG EM- 
52-S isa husky reliable 
2-cylinder air com- 
pressor that will sup- 
ply all the air neces- 
sary for tire filling, en- 
gine cleaning, spring 
oiling, occasional 
paint spraying, and 
all the other jobs for 
which air is used in 


the modern garage or. 


service station. 


for your Money” than 
you ever before dreamed 
possible in this kind of an 
air Compressor. 


The KELLOGG EM-52-S 
contains features gener- 
ally found only in much 
higher priced compres- 
sors—look at them! 


Price 











Best of all, it’s priced at 
a figure that means “More 





KELLOGG EM-52-S 


2 cylinders 
2 1-4” bore by 2” stroke 
3-4 horsepower motor 


_ 32 gallon tank 


3.86. cubic ft. of air 

Automatic control 

Self-cleaning check valve 

Patented KELLOGG Pump 
and Splash Lubricating 
System 

Honed cylinders 

Air cleaner and muffler 

Completely equipped 


‘205: 








Kellogg Spring Lubricator 
Kills Squeaks 


A scientifically designed port- 
able air lubricator that can be 
used on the greasing rack or in 
the lot. Clean, rapid and eco- 
nomical. Used with KELLOGG 
Penetrating Graphite Oil, it 
is exceedingly profitable for 
the modern service station. A 
one-man job that permits a 
complete spring lubrication 
in five minutes. Tank capacity 
—-3 gallons—l1 for oil and 2 
for air. 25 cars can be serv- 
iced on one gallon of oil. 


Kellogg Graphite 
Penetrating Oil 


Compounded from 11 differ- 
ent oils and ingredients, each 
one performing a certain pur- 
pose — cleaning, cutting rust, 
penetrating and finally lubri- 
cating. 

Price: KELLOGG Spring Lu- 
bricator [ with. 5 gal- 
lons KELLOGG Pene- 
trating Graphite Oil | 

$28.80 Net 
KELLOGG Spring Lu- 
bricator [| without oil | 


$20.00 Net 





KELLOGG MANUFACTURING CO. 


200 HUMBOLDT STREET ROCHESTER, N. Y. 
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Approximately 14% Times Actual Size 


ECLIPSE MACHINE COMPANY, ELMIRA, N. Y. 
Eclipse Machine Co., Ltd., Walkerville, Ont. 


Eclipse Machine Co., East Orange, N. J. 
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HE Dealer’s Assortment of genuine 

service parts for the Eclipse Bendix 
Drive has been prepared for the express 
purpose of enabling the repairman to 
make immediate and dependable re- 
placement of parts on the Eclipse 
Bendix Drive. It contains springs, ser- 
vice sleeves, clips, screws and washers 
to cover the requirements of more than 
75% of the cars in operation today. 


Because the Eclipse Bendix Drive is 
automatic in every operation, and 
functions without lubrication or ad- 
justment, its parts must be made with 
the utmost accuracy. To insure satis- 
factory operation, the repairman 
should use only genuine service parts, 
which are exact duplicates of the orig- 
inal parts. Most good distributors have 

them. 
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Anything you 
need in tools 


Piston Pin 
Reamers 


Consisting of Reamers 
Nos. 50, 51, 52, 53. 
Reams the Piston Pin 
Bushings of all leading 
cars. Lists at $36.00. 
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Alvord Adjustable 
Reamers with pilot 
for piston work. 
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Valve Seat Reamer Set 


rd-Polk 
Contains one 45 degree reamer for seats complete Alvo 

1% to 2% inch diameter. One 15 degree -_ fd ——— on 
reamer for seats 1% to 25% inch diameter. 4 ttin D 1s 

One 75 degree reamer for seats 1% to 2 cutting . 

inch diameter. Ten pilot stems sized to 

fit every possible need. 


Your Jobber Carries Them! 


The new catalog includes 
line 


TOOLSFOR SHOPS 


Alvord-Polk Tool Company 


Millersburg Pennsylvania 
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H.very automobile sales- 
man knows that it 1s far 
easier to offer an im- 
provement than an ex- 
cuse—which means that 
it is far easier to tell a 
prospect that your car 
has the All-Steel Body 
than to tell him 
why it hasn't. 


























_______EDWARD G. B } 1) 1) MEG. CO. : 


Philadelphia and Detroit 


e 


Originators of the All-Steel Full Viston Automobile Body 
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A ASTUDEBA KER. 


a The Great Independent 


protects its 
dealers 


—in case of price reduction 
— against yearly commutments 
—in case of termination 


of dealership 


TUDEBAKER’S reputation as Amer- $1985 to $2250. The Commander, World’s 
ica’s most friendly factory is based,in Champion Car, is an unbeatable value at 
part, on the measures for dealer protection $1495 to $1695. The new Dictator, re- 
pioneered by President A. R. Erskine. The cently increased from 45 to 70 horsepower, 
three policies outlined above are vitally is champion of its price class in perform- 
important from your standpoint. ance and value at $1195 to $1295. The 
This friendly factory policy is reflected new American Edition of the Erskine Six 
in the salability of four great Studebaker- _ gives fine car quality for the first time at 
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, major portion of their motor car markets be- The steady growth arfd prosperity of 
ae : cause they supply every motorcardemand. Studebaker dealers may be shared by you 
: The new President Straight Eight, un- even though you are located in a small 
surpassed in the quality field, sells at community. 


ies a Erskine lines. These cars give Studebaker an extremely low price—$795 to $965. 
as ee dealersthemaximumopportunitytosellthe All prices f. o. b. factory. 




















New Contract 
, THE STUDEBAKER CORPORATION OF AMERICA 
for towns and villages Dept. 51, SOUTH BEND, INDIANA 


Please send me full information on the Studebaker-Erskine 


For small communities we offer a new and unusual franchise 


contract. Hardly any capitalis necessary. No shop 
need be operated. No used cars need be handled. 
No commitments need be made to purchase any Name 
particular number of cars. You need sell only the 

opening wedge of the line, the new American Edi- 

tion of the Erskine Six at $795, f. o. b. factory— Street Address.............-...-.. ion nioicneanaaienmniniiannoess peceverenassaessseasececcoceucen 
maintaining an Erskine demonstrator entitles you 
to sell all other Studebaker models as well as a 
profitable line of commercial cars. Mail coupon— 
or wire for information direct to Dept.51. 


- <<e OOK eo OOo SOSH OS OS SSF SSESSSSSSSSSSSSSSSSSSSSSESSESHSSSSSSSSCSS FSF eSSS FSS" - 


I scsssncenunneeecnenanionennnntinnn jucedenmeneheeinene icatenagnenmenaneaaes 


My present business (if selling cars now, state make)............-....--- 
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Nash Dealers 
Now Have the Advantage 
of Marketing 


World’s Lowest Priced 


_ 7-Bearing Sixes 


Never have merchants with a Nash contract occupied 
so competitively favorable a selling position as today. 








Armed with reduced prices; oftering the world’s lowest 
priced 7-bearing Sixes; with six models listed at the 


factory under $1000— 


—with 24 models in all, ranging in price from $845 to } 
$1990; and with 39 color combinations finished by the \ 
special Nash deep-lustre process, the Nash contract 
and the Nash product offer a dealer the greatest profit 
opportunity in Nash history. 




















If you are not familiar with all the latest advantages 
incorporated in the Nash dealer contract, be sure you 
write at once. 





Your request relative to territory will be held entirely 
confidential. Address the Sales Department, The Nash 


Motors Company, Kenosha, Wisconsin. 


NASH 


Leads the World itn Motor Car Value (Tot 
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Speed the Loads! 


HOCK loads transmitted to the bearings 
increase in intensity as the square of the 
speed—an engineer’s way of saying that 

punishment of the bearings increases much 
faster than the speed. 














Reo has had remarkable success in getting 
loads there in a hurry—because Reo engineers 
have always made the chassis bigger than 


the job. 





One sure way of getting ample factors of 
safety as well as speed and capacity without 
replacements or readjustments is to use New 
Departure Ball Bearings, as Reo has done in 
its new series of Speed Wagons. 





THE NEW DEPARTURE MANUFACTURING COMPANY 
BRISTOL, CONNECTICUT 


Detroit San Francisco Chicago 





' 


: 





Whenever you have a bearings 
problem our expert engineers 
will be glad to discuss it withs 
rou personally. We will help \ 
you to do your thinking. = XX 


LO LLLOL NITION 


Aon 











SIR Se 








(yf4) 














MOTOR AGE March 8, 1922 














De Luxe ! 


by PICKARD 


For the country’s leading cars, Pickard now offers 


De Luxe Trunks in both Fabric and Steel 


N PICKARD TRUNKS we use the market’s 
I BEST materials; ‘workmanship of craftsmen— 

everything that assures the best in automobile 
trunks. Our absolute guarantee means we have full 
faith in our product. 


Pickard offers a complete line of trunks—in black 
or color; all models, running board, fender, stand- 
ard, de luxe, wood-steel, and special models. Made 
with or without carrier to fit any make of car. 


Pickard Trunks are built on standard principles 
of construction with Du Pont Fabrikoid or Body- 
Steel. Made to hold their rigidity, to wear long 
and keep their shape and fine appearance no 
matter how hard you use them. Climatic 
conditions will not affect Pickard Trunks. 


Car owners like the added touch of refine- 
ment, and want Trunks by Pickard. There 
is an attractive dealers’ discount, making it 
worthwhile and profitable for the man who 
sells the Pickard line. 


A price and style for every demand. Write 
us for literature. 


The Wood-Steel De Luxe Model, il- 
lustrated above, is built of 3-ply wood 
and covered with 22-gauge body steel. 
Trimmed in black or tan leather; or solid 
brass, nickeled. In the wood-steel model, 
the same designs are possible as in the 
fabric-covered line. Guaranteed rumble- 
proof, dust-proof and water-proof with- 
out storm cover. 


KFabrikoid De Luxe Model, il- 
lustrated in photo to the right, 
is built of 3-ply wood and cov- 
ered with Du Pont Fabrikoid. 
Trimmed in black or tan leather, 
or solid brass, nickeled. Guaran- 
teed dust-proof and water-proof 
without storm cover. 


ICKARD TRUNK’ 


On A Trunk Means Quality 


PICKARD TRUNK CO.Inc., LIVONIA,N.Y. Formerly Dansville Trunk Corp. 
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Assembling Plants 
Abroad Increasing 


~ 


Many U. S. Makers Now 
Have Branch Factories in 
Overseas Cities 


—— 


UNIT SALES GAINING 


WASHINGTON, March 6—A sur- 
vey showing the trend of American 
automobile manufacturers for having 
assembly plants abroad, has just been 
completed by the U. S. department of 
commerce. It shows that from six 
assembly plants in 19238, American 
manufacturers during the last five 
years, have increased to 29 such foreign 
branches. On a production basis, the 
figures show that during the past five 
years the increase has amounted to 161 
per cent in unit sales. 

During 1927, these 29 foreign as- 
sembly plants produced a total of 198,- 
900 passenger cars, trucks and chassis, 
an increase of 34 per cent, or 50,342 
units over the 1926 production. Most 
of these branch plants, the department 
finds, are located in important automo- 
tive vehicle distributing centers, the 
location being partly governed by 
transportation, labor, material supply, 
free ports and tariff facilities. The 
locations of the 29 foreign assembly 
plants are as follows: Three in Eng- 
land, five in Germany, two in Copen- 
hagen, two in Antwerp, one in France, 
one in Cork, one in Barcelona, two in 
Port Elizabeth, one in Batavia, one in 
Wellington, two in Australia, near Mel- 
bourne, two in Japan, two in Buenos 
Aires, two in Sao Paulo, one in Mexico 
and one in Uruguay. 





A. L. Frank, of Studebaker 
Export Sales, to Go Abroad 


SOUTH BEND, IND., March 7—A. 
L. Frank, assistant manager of export 
sales of the Studebaker Corp. of Amer- 
Ica, will sail March 9 from New York 
lor Liverpool on the S. S. Majestic. 

Mr. Frank will spend some time with 
Studebaker-Erskine distributors in 
England before going on to various 
points on the continent. His trip will 
consume about six weeks’ time. 








| Extra Mileage 








WASHINGTON, March 7— 
A new use for old automobile 
tires has been found in Mexico 
and Greece, according to re- 
ports to the U. S. Department 
of Commerce. In these coun- 
tries the peasants last year 
used approximately 100,000 old 
tires which were cut up and 
manufactured into a sort of 
sandal, that, retailing at a 
small figure, is becoming very 
popular with the poorer classes 
in those countries. 











Packard Co. Offers 


Lower Price Line 


DETROIT, March 7—A _ lower 
priced line of body models on the eight- 
cylinder chassis is being offered by the 
Packard Motor Car Co. The line, call- 
ed the new Standard Eight, ranges in 
price from $3,450 to $3,850 and is offer- 
ed in addition to the former eight- 
cylinder line with its custom bodies. 
Advance information of the addition 
of these lines was given to distributors 
about March 1, and resulting orders 
necessitated doubling the originally in- 
tended production schedule. 

Packard is also expanding its plant 
through the addition of two new build- 
ings and the purchase of machinery. 


Prices of the line are as folows: 


7-pass. touring .......... $3,550 
2-pees. COUpe ............ 3,000 
5-pass. phaeton .......... 3,650 
4-pass. conv. coupe ....... 3,650 
4-pass. coupe ............ 3,750 
5-pass. club sedan ........ 3,750 
7-pass. sedan ............ 3,750 
7-pass. sedan limousine ... 3,850 





Russel Erskine Honored 

HUNTSVILLE, ALA., March 8—A 
new 12-story hotel soon to be erected 
has been named the Russel Erskine by 
citizens of that town in honor of Albert 
Russel Erskine, president of the Stude- 
baker Corp. Huntsville is Mr. Erskine’s 
birthplace. 


Car Makers Seek 
Ban on Toll Roads 


Commerce Chamber Adopts 
Resolution; Asks Free 
Use of Highway 


URGE PUBLIC CONTROL 


NEW YORK, March 5—Opposition 
to toll roads and limitation of toll 
bridges is being urged by the National 
Automobile Chamber of Commerce in 
its presentations to congress. Tolls on 
the highways are against public policy, 
and toll bridges are justifiable only 
when returnable to the public within a 


short time and operated at’ reasonable 


cost, according to H. H. Rice, chairman 
of the Tax Committee, in a letter to 
Congressman Robert H. Clancy. 

The following resolutions were re- 
cently adopted by the directors of the 
N.A.C.C. in connection with the policy 
of highway tolls: 

“The free ust of the public highway 
is a fundamental principle of govern- 
ment. Motor vehicle owners of the 
United States through special taxes 
are today largely meeting the costs of 
the construction of these highways. 

“So-called express highways are sim- 
ply a step in the further improvement 
of our public highway system which 
will be found necessary in those locali- 
ties where traffic is heavy. 

“The National Automobile Chamber 
of Commerce, therefore, opposes any 
effort to place control of any part of 
the public highways in the hands of 
private promoters, and this body em- 
phatically supports the principle that 
the public highways shall be forever 
kept free to the general public.” 


ee ee ee 


Du Bois of Craveroiler 


Placing Territorial Men 
PHILADELPHIA, March 7—Harold 
Du Bois, new sales manager of the 
Craveroiler Co. of America, is on the 
job with his sleeves rolled up. He has 
appointed several new distributors and 
is engaged in placing territorial men 
throughout the country. He brought 
to his new post a well-rounded experi- 
ence in the automotive field. 
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Schweikle Moved 
Up by Oldsmobile 
Veteran of Industry Advanced 


to Important Position 
by Stambaugh 





DETROIT, March 3—Thomas_ H. 
Stambaugh, general service manager 
of the Olds Motor Works, announces the 
appointment of Walter A. Schweikle as 
service promotion manager for Olds- 
mobile. Mr. Schweikle has been as- 
sociated with the Oldsmobile service 
department for the past two years, 
working in connection with Mr. Stam- 
baugh. 

Mr. Schweikle has a background ex- 
tending back to the transition days 
when the bicycle was going and the 
automobile coming. When a youth he 
started. with the National Cycle Works 
at Bay City, assisted in making the 
National bicycle and also made engine 
parts at the same plant for the early 
Packard automobile. Later he was with 
Buick at Flint when that company 
started making its first gear shift cars 
and worked in the machine shops of 
Dodge Brothers when they made the 
six-cylinder engine for Ford before the 
old Model T was introduced. His first 
service experiences were with the 
Regal, Warren-Detroit, Cadillac and 
Paige-Detroit companies. 

Following a year in government serv- 
ice as inspector of aviation trucks and 
trailers, Mr. Schweikle was service man 
for the Lalley Light Corp. and later in 
charge of service stations in Detroit 
and San Pedro, California. 





Bohn Sales Increase 
DETROIT, March 8—Bohn Aluminum 
& Brass Co. has declared a regular 
quarterly dividend of 37% cents on the 








Moves Up 
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W alter A. Schweikle 


Meer the new service pro- 
motion manager of Olds Motor 
W orks 











capital stock, payable April 1 to stock 
March 15. The company reports that 
so far sales for the current year are 
30 per cent ahead of the corresponding 
period last year. A 50 per cent increase 
production is looked for this year which 
will give a total of 15,000,000 Nelson 
Bohnalite aluminum pistons for 1928, 
10,000,000 having been manufactured in 
1927. The company states that 85 per 
cent of American automobiles now use 
this type of piston, as compared with 
the beginning of 1927, when only about 
27 per cent used this type. 

The company has a net profit for 1927 
of $1,181,606 after all charges and 
taxes, which is an appreciable gain over 
the previous year when the net was 
$873,744. The factory now has a ¢ca- 
pacity of 1,500,000 a month. 


Motor Age 


Peerless Beats 
February Mark 


Produces and Ships Most 
Cars; March Output to 
be Greatest 





CLEVELAND, March 1—Officials of 
the Peerless Motor Car Corp. report 
that more cars were manufactured and 
shipped during February than in any 
other February in Peerless history. It 
was also said that unfilled orders still 
on hand are larger now than at the 
close of the New York show, which is 
a high peak for most manufacturers. 
The plant is humming with activity as 
the company’s biggest monthly produc- 
tion schedule is started. 

“Peerless is realizing on the huge 
investment in the fine manufacturing 
facilities that have been built up during 
the 27 years that the company has been 
manufacturing automobiles,” said Leon 
R. German, vice-president and general 
manager. 

“When January and February are 
combined and compared to the same 
months of previous year, it is apparent 
that this year will be a record-breaker. 
In March, we will build more Peerless 
cars than have ever been built in one 
month before, and according to the 
plans we have made for April, that 
month will be even larger than March 
from a production standpoint.” 





Bigler Visits Middle West 

CHIPPEWA FALLS, WIS., March 6 
—F. A. Bigler, president and general 
manager of the Bigler Mfg. Co., manu- 
facturer of Bigler Prestite trunks, has 
just completed a trip through the 
Middle West. He reports that dealers 
are equipping cars on the floor and thus 
increasing their profits per unit. 





would. 











has well. 





both interesting and beneficial. 


In England it is quite an honor to become a member of Parliament. 
an American automobile salesman, wouldn’t his views on salesmanship be worth reading? 


~+-+-+ Pink Tights Don’t Make an Acrobat +-+-+- 


OR iron bars a bank, as some poet should have said. The point of this artful introduction is that more 

is required of a trapeze artist than that he encase his bulging muscles in a nifty skin-fitting garment, 

and of a bank something to bring customers in as well as keep yeggmen out. And thus gradually, we come 

to the point of a feature article in next week’s Moror Acr, which is to the effect that “Pink Lights Won't 
Make a Service Station.” In it a man of experience recounts the process of choosing an appropriate site. 


+ + + + 


So we arranged for a story about Jack McIntyre (winner of a national sales contest to boot) 
| which you will find in the March 15 number under the title “He’d Rather Be a Salesman Than an M.P.” 
You'll agree with us that the esteemed gentleman not only knows his bloomin’ tomahtoes but ’is happles 


+ + + +4 


Among other features you’ll find that “Selling Service is a Telling Service” and “Business for Profit” are 


So, if an Englishman preferred to be 


— 


We figured they 
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Grahams Advance 
Valpey and Heilman 
Successors to Krohn and Gaunt 


Long Identified With 
Industry 





DETROIT, March 3—F. R. Valpey 
has been appointed general sales man- 
ager of the Graham-Paige Motors Corp., 
succeeding Henry Krohn, who an- 
nouncd his resignation several days ago. 
The company also announces the ap- 
pointment of W. R. Heilman as as- 
sistant sales manager, succeeding G. B. 
Gaunt, who also resigned March 1. 

Mr. Valpey’s experience in the auto- 
motive field dates back to 1914. He is 
a native of Detroit, where he was 
educated and gained his earliest sales 
training with the National Cash Regis- 
ter Co. 

In 1914 he joined the Willys-Over- 
land Co. as factory representative of 
New York, in which position he re- 
mained until 1917. Later, for two 
years, he was a partner in the Franklin 
New York Co., distributor for the 
Franklin car. He first became associ- 
ated with Graham Brothers as a dis- 
tributor and then as branch manager in 
New York during the early development 
of their truck business. November, 
1924, to April, 1926, Mr. Valpey was 
director of districts and later sales 
manager for Graham Brothers and 
from then until July, 1927, was assist- 
ant general sales manager for Dodge 
Brothers, Inc. When the three Graham 
Brothers acquired the Paige-Detroit 
Motor Car Co., Mr. Valpey joined R. C. 
Graham and has served as assistant to 
the vice-president up to his appoint- 
ment as general sales manager of the 
Graham-Paige Corp. 

Mr. Heilman served with Graham 
Brothers as district representative on 
the coast and as assistant to Robert C. 
Graham. He was also southern division 
sales manager for Dodge Brothers, Inc., 
and became director of commercial car 
and truck sales for that company in 
January, 1926. When the Grahams ac- 
quired the Paige-Detroit Co., Mr. Heil- 
man was appointed manager of the 
branch at Dallas, and later returned to 
Detroit to take up general sales work 
at the factory. 


---~ —- 


Ten-Page Supplement 
HUNTINGTON, W. VA., March 6— 
In celebration of the tenth anniversary 
and the opening of the new home of 
Bruce Perry Motor Co., the Huntington 
Advertiser issued a 10-page supple- 


ment, which it called the Bruce Perry 
Section. 








With Jordan 














Edward VerLinden 


FORMER Peerless president, 
who returns to Cleveland to join 


Jordan 











Earl Cooper Joins 


Marmon Company 


INDIANAPOLIS, March 7—Turning 
from the fascinating atmosphere of the 
race track to the more practical occupa- 
tion of experimental engineer, Earl 
Cooper, a leading figure in automobile 
racing for nearly a quarter of a cen- 
tury, is now a member of the experi- 
mental engineering staff at the factory 
of the Marmon Motor Car Co. Like 
many of his fellow-drivers of years 
gone by, Cooper is utilizing the ex- 
perience and knowledge gained on the 
race courses of two continents. 





Iler Adds to Sales Force 

CLEVELAND, March 7—E. A. 
Joyce has been appointed director of 
sales of the Iler Electrical Mfg. Co., 
maker of Ilerlite. Until recently he was 
associated with James A. Garfield as 
director of sales of the Duro-Seal Corp. 
He has occupied executive positions in 
the automotive industry during the 
past 10 years. 

June M. Millard, formerly with the 
Metal Stamping Co. of Long Island,, 
the Bailey-Drake Co. and the Duro- 
Seal Corp., has joined the Iler sales 
force as manager of the western sales 
division, June sold automotive acces- 
sories at a time when some of his cus- 
tomers were still doing a thriving busi- 
ness in buggy whips. 

H. G. Kroesen has been appointed 
a special representative on the Iler 
sales force. 

J. V. Schooneveldt, of The Hague, 
will demonstrate the wig-wagging Iler- 
lite to the automotive trade in Holland. 
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Edward VerLinden 
Goes With Jordan 


Former GM, Durant, Peerless 
Executive Takes Over 
Important Post 


a ee 


CLEVELAND, March 5—Edward 
VerLinden, who resigned as president 
and general manager of the Peerless 
Motor Car Corp. two months ago, re- 
turned to Cleveland today as director 
and chairman of the executive commit- 
tee of the Jordan Motor Car Co. In 
announcing this news to the trade and 
the public, E. S. Jordan, president of 
the company, stressed the advantages 
which will accrue to the company in 
its present expansion program through 
Mr. VerLinden’s long experience as a 
manufacturer. 

Edward VerLinden’s career as an 
2utomotive executive began back in 
1906, when he organized the Michigan 
Auto Parts Co. to manufacture parts 
for the automobile industry. In 1910 
this company was absorbed by the 
General Motors Corp. Mr. VerLinden 
then went to the Buick Motor Co. as 
master mechanic. He soon became 
manager of the Buick factory at Flint. 

In 1912 he became works manager 
of the Olds Motor Works, at Lansing. 
Four years later he was appointed 
president and general manager of Olds, 
at the same time being elected vice- 
president and director of General Mo- 
tors Corp. His management of Olds 
for five years stands out as one of the 
most successful and most prosperous 
periods in the history of that pioneer 
company. 

He resigned from Olds and General 
Motors in 1921 to become president of 
Durant Motors of Michigan. He built 
the big Durant plant at Lansing. After 
two years, he discontinued his Durant 
connection and took his family abroad 
for the first real vacation he ever had. 

In February, 1925, he was elected 
president and general manager of the 
Peerless Motor Car Corp., resigning 
that post in January of this year and 
leaving the company in a strong finan- 
cial position. 


ay 


Stayart Heads Branch 
NORWALK, OHIO, March 5—The 
Norwalk Auto Parts Co. has opened 
general sales office in the Real Estate 
Trust Building, Philadelphia, in charge 
of I. L. Stayart, as general sales man- 
ager. The company manufactures the 
Linendoll brake testing equipment. 
In his new connection, Mr. Stayart 
reenters the automotive business after 
an absence of four years. 
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Broadway Crowd | 
Controls Display 


Finger Placed on Key Painted 
on Window Stops or 
Starts Car 





NEW YORK, March 5—An added 
attraction of the Willys-Knight Stand- 
ard Six Salon being staged at the 
Willys-Overland branch this week to 
commemorate the formal introduction 
of the lowest priced Willys-Knight car, 
is one of the new sedan models mounted 
on a revolving turntable in the show- 
room which may be set in motion and 
controlled at the will of the spectators 
- from the street. 

By means of one of the newest radio 
inventions, the Knowles Grid-Gloe 
Tube, passers-by simply place their 
finger on an automobile key painted 
on the window to stop and start the 
revolving Willys-Knight Standard Six 
sedan. 

There is no electrical or mechanical 
connection to the window key, the 
finger pressure on the window glass 
being sufficient to operate the highly 
sensitive radio tube which through a 
relay switch controls the large turn- 
table. 

Simultaneously with the starting of 
the car by the outside spectators, the 
interior and exterior lights of the car 
are illuminated while with the stopping 
of the car switches the lights off auto- 
matically. Varicolored lights and rich 
drapes set this display to a pleasing 
advantage. 

Veterans along automobile row ac- 
claim this demonstration as one of the 
most interesting window attractions 
ever staged along the Great White 
Way. The display furthermore exem- 
plifies the remarkable progress that is 
being made in the development of re- 
mote control radio appliances. The tube 
is the invention of A. G. Knowles, a 
research engineer. 





Close Merchandising Head 


of King Quality Products 
INDIANAPOLIS, March 6—B. G. 
Close has been named vice-president 
and merchandising manager of the 
King Quality Products Co., recently ac- 
quired by the McQuay-Norris Mfg. Co. 
and moved to this city. Mr. Close has 
been vice-president of the company in 
Buffalo for some time. 





Orlando J. Root 
MOLINE, ILL., March 2—Orlando J. 


Root, one of the pioneers in American 
automotive industrial circles, associated 








Advanced — 














Sam V. Harding 


A FTER eight years with Mar- 
mon in a sales position, Mr. 
Harding has been appointed 


regional manager for the 
Northwest and Central West 
territory. You probably saw 
the announcement in MOTOR 
AGE a couple of weeks ago. 
For the last three years Mr. 
Harding has been general man- 
ager of the Indianapolis sales 
branch of the Marmon com- 
pany, and prior to that time he 
was a special sales represen- 
tative of the factory. 


Coincident with the _  an- 
nouncement of Mr. Harding’s 
appointment to the Chicago 
headquarters is the announce- 
ment that Jack Hendricks has 
been named to succeed him as 
general manager of the In- 
dianapolis branch. 











with the Root & VanderVoort company, 
makers of the R & V Knight and dur- 
ing the war munitions contractors, died 
Feb. 16 in his home. He was 58 years 
old. 


rs 


Chevrolet to Have Big 
Terminal in Cleveland 

CLEVELAND, March 7—Establish- 
ment of a large Chevrolet distribution 
terminal in Cleveland by General Mo- 
tors is planned for the near future, it 
became known today. 

A large building with facilities to 
serve the entire Cleveland zone, extend- 
ing west to Toledo, east to the Penn- 
sylvania line and south to Mansfield, 
will be erected. The building will in- 
clude a warehouse. 


Motor Age 


May Not Violate 
Credit Lien on Car 


U.S. Supreme Court Decision 
Protects Commercial 
Paper 


WASHINGTON, March 3—A de- 
cision of importance to the automobile 
dealers and affiliated credit corpora- 
tions handling automobile paper, was 
rendered this week by the U. S. 
supreme court in the case of the Com- 
mercial Credit Company vs. the United 

tates No. 258, and which went to the 
highest court from Washington state. 
In substance, the decision holds that a 
commercial credit company’s lien may 
not be violated by the Federal prohibi- 
tion department, under Section 3450 of 
the revised statutes. 

This statute provides that automo- 
biles used in the transportation of 
liquor on which the tax has not been 
paid, may be libeled and sold by the 
government. Under previous decisions, 
by state and circuit courts, the courts 
have uniformly held that if an automo- 
bile is seized and found to contain 
liquors on which the revenue tax has 
not been paid, the government has a 
right to sell the car, irrespective of 
the vendor’s lien. The court’s decision 
will mean that in cases arising in a 
state where the vendor retains a lien, 
that this lien may not be destroyed un- 
der the provisions of section 3450 of 
the revised statutes. 

The case has attracted widespread at- 
tention. 





Roller Bearings Used on 
Fleet of Electric Cars 


MILWAUKEE, March 8—The first 
application of roller bearings to street 
ear axles, following the successful use 
of this type in railroad coaches, 1s 
found in a fleet of eight new one-man 
safety street cars recently placed in 
service by the Chicago, North Shore & 
Milwaukee electric for Milwaukee city 
service. Two of the eight cars are fitted 
with roller bearings as an experiment, 
and the others will be so equipped later, 
the company states. 





Briggs Earnings Off 

DETROIT, March 5—For the year 
ended Dec. 31, the Briggs Mfg. Co. re- 
ports a net profit of $1,155,729, equal 
to 57 cents a share on 2,003,225 shares 
of no par capital stock. This compares 
with net profit of $8,178,512, or $4.08 
a share in 1926. The balance sheet 


shows the company’s net working cap- 


ital to be $9,298,190. 
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Moon Adds Many 
New Distributors 


Signs 12 Wholesalers and 42 
Dealers Since National 
Auto Shows 





ST. LOUIS, March 5—The introduc- 
tion of the new Moon Aerotype 8-80 
line at the recent national automobile 
shows in New York and Chicago and 
its enthusiastic reception at these and 
other shows about the country, has 
drawn to the Moon organization a large 
number of distributors and dealers. 
Since the opening date of the New York 
Show, January 7, 1928, twelve distrib- 
utors have signed contracts to handle 
the Moon line. In this same period 
forty-two dealers have taken on the 
Moon Hne. 

The new contracts for distributing 
territories were entered into by repre- 
sentative organizations in widely sepa- 
rated principal cities, the most impor- 
tant of which are Philadelphia, Minne- 
apolis, San Francisco, Memphis, Cleve- 
land, Little Rock and Miami, Florida. 

According to factory officials, this 
unusual increase in the number of dis- 
tributors and dealers for so short a 
period may be attributed to the entirely 
new line of Moon Aerotype eights and 
to the recently announced Moon 6-72 
line. Both of these new cars represent 
the newest trend in design and mechan- 
ical improvements which includes artis- 
tic Franco-Italian coachwork and a 
number of airplane features, chief 
among which is a duplex carburetor. 
These entirely new improvements 
coupled with the financial position of 
the company as recently revealed in its 
statement, has attracted a large num- 
ber of representative distributors and 
dealers to the Moon franchise. 





Ownership Certificate 
Plan for N. Y. Attacked 


NEW YORK, March 6—Proposed 
legislation pending in Albany, which 
would require an individual desiring to 
sell a used car to obtain a certificate of 
ownership from the state license com- 
missioner, was recently attacked by 
the Classified Advertising Managers As- 
sociation of New York on the ground 
that it was discriminatory. 





Timken Net Six Million 


CANTON, OHIO, March 7—Annual 
Teport of the Timken Roller Bearing 
Co., shows net profits from sales of 
$9,554,397 and total dividends paid dur- 
ing the year $6,004,411. H. H. Timken, 
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Camel, Walking a Mile 


OLDpD SHUFFLEFOOT, the prairie schooner of the Sahara—or something 
equally poetical—wears what he calls a smile; he’s glad that he and his kind 


will soon be displaced by the automobile. 


without a drink for him. 


After that, no more eight days 


This picture was taken in Karachi, India 





president, told stockholders a good year 
is in prospect with the increased use 
of roller bearings in railway cars. A 
$4,000,000 plant addition now under 
way will increase capacities of the elec- 
tric and open hearth steel divisions. 





Williams of Marmon on 
Business Trip to Coast 


SAN FRANCISCO, March 3—G. H. 
Williams, president of the Marmon Mo- 
tor Car Co., accompanied by Howard 
Marmon and H. L. Purdy, vice-presi- 
dents, and Carl Sherer, treasurer, are 
spending a week in this city as the 
guests of Butler-Veitch, Inc., the north- 
ern California distributing organiza- 
tion for Marmon. The annual Marmon 
merchandising meeting of dealers from 
all parts of California will be held 
during Mr. Williams’ visit. 





Herbert F. Johnson 


RACINE, WIS., March 2—Herbert 
F. Johnson, head of S. C. Johnson & 
Sons Co., internationally known manu- 
facturer of automobile finishes, waxes, 
polishes, etc., died recently of heart dis- 
ease. He was 60 years of age and a 
native of Racine, where his father es- 
tablished a factory that now has 
branches for manufacturing as well as 
sales in Canada, England and Aus- 
tralia. 

Mr. Johnson was one of the most 
prominent men in Racine. 


Seward Asst. to 
White Vice-Pres. 
Continues as Ad. Department 


Head in Addition to 
New Duties 





CLEVELAND, March 7—Stanley P. 
Seward, advertising manager of the 
White Co. since 1923, has been ap- 
pointed assistant to Saunders Jones, 
vice-president, effective according to 
announcement made today by President 
Walter C. White. Mr. Seward will con- 
tinue his direction of the advertising 
department. 

Mr. Seward joined the White Co. 
more than 12 years ago, and has been 
continuously in the service of the com- 
pany since then except during the war. 
He started in the advertising depart- 
ment and later became manager of the 
sales promotion department. He was a 
salesman for some time, working on 
national accounts. 





Holtsinger Joins Durant 


ELIZABETH, N. J., March 3—G. M. 
Holtsinger, ex-president of the Tampa 
Automobile Dealers’ Association, who 
has had the Star and Nash franchise in 
Tampa, Florida, has been appointed 
representative of Durant Motors, Inc. 
He has assumed his new duties. 



















Spires 


A Buick for the Governor 


R EsIpDENTS of Knox County, the home of Governor F. D. Sampson of 
Kentucky, presented him with this specially-equipped Buick sedan upon the 


occasion of his recent inauguration. 


At the left is O. R. Harrod, of the Frank- 


fort Buick Co., beside Warner Sayers, sales manager of the Leyman Buick Co., 

Cincinnati. At the right are Daniel Boone Smith, “baby” member of Kentucky's 

House of Representatives, who made the presentation in behalf of Knox County 
residents, and Governor Sampson. 





Exports Will Gain 
Only as Do Imports 


Buy From Foreign Markets if 
We Want to Sell to Them, 
Mooney Says 





NEW YORK, March 5—“Through- 
out the world there is a growing feeling 
that the United States cannot expect 
to export its products in ever increas- 
ing quantities without in turn buying 
the products of other countries in 
larger amounts,” said J. D. Mooney, 
president of the General Motors ex- 
port division of the General Motors 
Corp., who recently returned on the 
S. S. “Olympic” from Europe, where he 
inspected General Motors operations. 

“Most countries recognize that tariffs 
are regulated by the revenue and other 
economic needs of individual nations,” 
said Mr. Mooney. Everyone knows that 
the United States will not transfer to 
any other authority the direction of 
American tariff policy. But throughout 
the world there is the feeling that the 
United States must also buy goods 
from other nations in larger quantities 
if it expects its own export business 
to keep on growing. 


Exports Gain 95 Per Cent 


“Since 1914 Europe has had a gain 
of 29 per cent in export trade while 
the United States has had a gain of 
95 per cent. It is interesting to know 
that Australia gained 108 per cent and 


Asia 155 per cent. Europe is naturally 
concerned that other parts of the world 
should be making such great forward 
strides.” 

Mr. Mooney reported that the General 
Motors export division is operating in 
104 countries and in 1927 did a busi- 
ness of $180,014,700 as compared with 
$107,387,300 in 1926. In 1926, 118,791 
cars were sold by General Motors in 
the overseas markets and in 1927, 193,- 
830, Mr Mooney reported. 





Garagemen Form Ass’n 


SALT LAKE CITY, March 7—The 
latest Utah organization of the auto- 
motive industry is the Utah State Gar- 
age Association, which will be devoted 
exclusively to the interests of garage- 
men with establishments able to take 
eare of 15 cars or more. The associa- 
tion, already organized nearly 100 per 
cent, was formed this week at a meet- 
ing in the Chamber of Commerce where 
a talk was made by George Jay Martin, 
head of the Social Hall Garage, Salt 
Lake City, who discussed the benefits of 
an association having for its sole object 
the interests of the garagemen and 
the elevation of their business to a 
higher plane. 

Officers elected are: President, George 
Jay Martin, Social Hall Garage; vice- 
president, Melvin R. Ballard, president 
of the Utah State Automobile Associa- 
tion and vice-president and general 
manager of the Covey-Ballard Motor 
Co.; Treasurer, Wi:l Brown, Salt Lake 
Transportation Co. Future plans will 
soon be announced. 


Ford Now Makes 
1200 Units Daily 


Officials Announce All Plants 
Will Soon Be Operating 
At Capacity 





DETROIT, March 2—Officials of the 
Ford Motor Co. announced today that 
production of Model A has reached 
1200 units daily and asserted that 
Ford cars will soon be available to the 
public on the full manufacturing sched- 
ule. All mechanical details of the car 
were definitely decided upon before 
Henry Ford’s recent departure for 
Florida. 

The only change the officials admit 
that has been made since the car was 
originally shown is the addition of the 
emergency brake, which wi.l soon be in 
production. 

Last week assembly plants were 
opened in Chicago, San Francisco, Kan- 
sas City, Louisville, Kearny, N. J., and 
Norfolk. Plants at Seattle, St. Louis 
and Chester, Pa., are opening this 
week, and next week assembly opera- 
tions will be inaugurated at Dallas, 
Minneapolis and Somerville, Mass. 





Truck Makers Merge 


NEW YORK, March 7—Brockway 
Motor Truck Corp., Cortland, N. Y., 
and the Indiana Truck Co., Marion, 
Ind., will be merged into a sing!e com- 
pany retaining the Brockway name, it 
has been announced by George A. 
Brockway, president of the former com- 
pany, who also heads the merger. 

Combined assets of the two com- 
panies exceeded $9,000,000 and total 
sales are in excess of $15,000,000. 





VY E mean the whole gang. 


tives, engineers, salesmen, comptroller 
Harry Wetherald, Charles W orshing, 
A.G. Bishop, J. E. Grimm, Jr. C. E. R 
Coyle, E. R. Palmer, Unidentified. (. 
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Urge Adoption of 
Flynn Bus Report 


Railroads’ Brief Cites Serious 
Conditions as Result of 
Competition 


WASHINGTON, March 3—Adop- 
tion of the Flynn motor bus and truck 
report by the Interstate Commerce 
Commission was urged this week in a 
brief filed with the commission by the 
Pennsylvania Railroad, the Reading 
Railroad and subsidiaries. The com- 
petition of motor buses with these two 
lines between Philadelphia and New 
Jersey points, and between New Jersey 
points and New York, has created a 
serious condition for the railroads, the 
brief points out. 

Urging that Federal regulation, pro- 
viding for regulation of interstate 
buses, is immediately necessary, the 
railroads ask that the report be adopted 
and that the I. C. C. be authorized to 
determine the preliminary question of 
public necessity for operation of inter- 
state buses. The report of the commis- 
sion is not looked for during the pres- 
ent session of congress, although briefs 
and arguments on the report were 
heard early this month. The investiga- 
tion in connection with motor bus and 
truck operation has been under way 
by the commission for over two years. 





Has New Catalog 


CHICAGO, March 3—C. E. Niehoff 
& Co., 230 W. Superior St., Chicago, 
has just announced a new catalog. This 
catalog, unusually attractive, contains 


SE poncenens 








Vice-President 











Ek. H. McCarty 


WE told you in last week’s 
Motor AGE that E. H. McCar- 
ty, for the past six years gen- 
eral sales manager of Nash 
Motors Co., has been named 
vice-president of the organiza- 


tion. Here’s his picture and 
we’re sorry we couldn’t have 
had it sooner. Mr. McCarty 
will continue to direct the sales 
activities in addition to his new 
responsibilities. 











many excellent merchandising ideas. 

The company states that a copy of 
this catalog will be sent to any whose 
inquiries are received on a_ business 
letter head. 





~ ernment emma 


Chey Helped Chevrolet Dedicate the New Plant 
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Divco-Detroit Co. 
Managers Meet 
Nicol, Newly Appointed V ice- 


President, Outlines 
Future Plans 





DETROIT, March 3—A sales con- 
ference attended by the 13 district man- 
agers for the Divco-Detroit Corp. has 
just been concluded at the factory in 
Detroit. The sessions were presided 
over by John Nicol, newly appointed 
vice-president of the corporation in 
complete charge of operations. Mr. 
Nicol comes to Divico from General 
Motors Truck Co., having been branch 
manager for the past four years at 
Chicago and Minneapolis. He has been 
in the truck business since 1915. 

In commenting on Divco’s future 
sales plans, Mr. Nicol told Chilton Class 
Journal Co. that the corporation will 
divide the country up into 10 zones and 
will establish district offices at strate- 
gic points. Cities where offices will be 
maintained follow: New York, Boston, 
Philadelphia, Pittsburgh, Buffalo, 
Cleveland, Detroit, Chicago, St. Louis, 
Denver, Forth Worth and San Francis- 
co. He also stated that the Divco or- 
ganization is working out a new service 
and sales policy particularly devoted 
to their product. 





Odell Advanced by Hutto 


DETROIT, March 3—O. G. Odell, of 
the sales staff of Hutto Engineering 
Co., Inc., has been placed in charge of 
sales for the States of Ohio, Indiana 
and the lower peninsula of Michigan. 





ld . - 2° . e ° 
my is having a flat rate operation on its carbon and valves and it’s a man-sized job to identify these Chevrolet execu- 
n ° ° ’ ° 

what have you without it. But we'll try—from memory, too, just to show you what we can do. Left to right, of course: 


Marshall, C. 1. 
Vetherald, Bill 
R, Schar 


Garner, Ed. W. Ivy, B. C. Barnett, Parr, Sly, E. C. Shaw, George Herrick, B. G. Koether, W. E. Lawrence, 
Knotman, O. E. Hunt, B. J. Swanson, W. S. Kundsen, C. F. Barth, Gray, R. H. Grant, J. C. Chick, M. E. 


+ ff, Roy Cramm, A. H. Goodman, Fred. Gayton, D. P. O’Keefe, Unidentified, McHale, W. C. Williams, Jr., W. 
* Holler. McGregor, Ben. Waderlow, L. I. Stewart 
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Saving in Tires 
Justifies Paving 


Rubber Worth | Thousands is 
Worn Away Per Mile of 
Road Yearly 


By E. E. Duffy 


NEW YORK, March 5—No less 
than $1,918 yearly may be saved on 
tires for each mile of high type pave- 
ment that replaces the old-fashioned 
gravel or dirt road, according to the 
last service bulletin of the Iowa High- 
way Commission, which takes as a 
basis the recent investigations of 
Washington state college. This means 
that where automobile traffic is heavy, 
the saving in the tire wear alone justi- 
fies paving. 

Tread rubber on the average tire 
costs about $10 per pound. The amount 
of rubber worn off during the life of 
the tire is about 3.45 pounds. It was 
found that on a good crushed stone sur- 
face with 500 vehicles traveling over 
it daily the tire wear cost in the course 
of a year is $2,590 per mile. The cost 
on rigid pavements with the same 
number of vehicles is only $672. 

The state college has found that a 
properly constructed concrete pavement 
may be expected to give service for 
at least 25 years. Spreading the en- 
tire cost of the pavement over this 
period, the average cost per year is 
$1,840. This figure is actual-y $78 per 
year less than the saving in tire wear 
effected through driving on the rigid 
pavement. 





Matheson Joins Chrysler 

DETROIT, March 8—Charles W. 
Matheson has resigned as vice-presi- 
dent and director of sales of the Kelvi- 
nator corporation to fill a newly cre- 
ated executive position with the Chrys- 
ler corporation, it is announced by J. E. 
Fields, vice-president in charge of sales 
of Chrysler. Mr. Matheson, a pioneer 
in the industry, was originally a manu- 
facturer. He then became Eastern 
director of sales for Dodge Brothers, 
later coming to the factory, where he 
became sales manager and then vice- 
president in charge of sales of Dodge 
Brothers. Retiring from Dodge Broth- 
ers he was made assistant to the pres- 
ident of General Motors where he did 
special merchandising, analytical and 
plan work, after which he was named 
vice-president and general sales man- 
ager of the Oakland Motor Car Co. 
Upon his retirement from Oakland he 
entered the electric refrigeration field, 
remaining until his new connection with 
Chrysler. 


quarters at Portland. 


Motor Age 





By Lewis C. Dibble 


HEY just can’t keep R. H. (Trainload) Collins out of the automotive pic- 

ture. H. M. Stevens tells us that he has named the former president of 
Cadillac and Peerless as distributor for Cadillac-LaSalle in Oregon, with head- 
Incidentally Mr. Collins gained his moniker of “Train- 
load” during his days as sales manager of Buick where he electrified the industry 
with his trainload shipments of Buicks to all parts of the country. 


ROBABLY one of the most important announcements of the week was that 
of the Kent-Moore organization to the effect that they will expand their line 
of flat rate tools and shop equipment for servicing all makes of passenger and 
commercial motor vehicles. Heretofore they have specialized on several distinct 
makes. 
%* * * * 
O doubt when the Hutto Engineering Co. placed C. G. Odell in direct 
charge of sales in Ohio, Indiana and the Lower Peninsula of Michigan they 
had an idea of grinding out a lot of new business in this vast territory. 


* * ** * 


OW that Edward VerLinden has joined hands with Edward Jordan 

the pretty gal who acts as courtesy secretary in the Jordan lobby is 
going to have a husky job. Every time a caller asks to see Ed. she'll 
have to inquire which Ed. they want to see. This new combination of 
Edwards, incidentally, looks like a mighty refreshing team and should 
prove a great stimulus to the Jordan organization. 

7K * 7 * 
T begins to look as if automobile statisticians will be subject to writer’s 
cramp if they attempt to record and analyze all the production records 
which have been hung up in rapid fire succession so far in ’28, 


ERE’S a hot sketch,” declared Maurice Gotthelf of AC Spark Plug Co. 

as he perused the financial section of a newspaper. “Ice Merger Planned” 

was what Maurice read, to which he added with his laconic wit “No doubt it’ll 
submerge when the spring sun hits it.” 


* oi * * , 


OOD news comes in from H. G. Hersh, of Auburn. The company’s 
production, he says, is at peak with output totaling nearly 700 cars 
a week. He also asserts that from four to six weeks will be required 

to fill the orders already on the books. 


UR old side-kick Dave Preston is tooling up for a big year. Dave has 
resigned from the sales division of Chilton Class Journal Co. to become 
assistant sales manager of the Excello Tool & Manufacturing Co. Instead of 
three cheers it might be suitable to salute Dave thusly: “Excello! Excello! 
EXCELLO! 
* *K * * 
ACK in the days when the boys were cutting didos on their bicycles, 
Walt Schweikle was doing his stuff in a service way with bicycle 
manufacturers. Then he fell for the lure of the horseless carriage and 
for years has been associated with a number of automobile companies. 
Now we learn that Walt has been appointed to assist his excellency, Tom 
Stambaugh, service manager of Oldsmobile. Walt will carry the title of 
service promotion manager. 
% * * * 


OOKS like the latest style in civic monuments to big men in the automotive 
L industry is to name a hotel after them. Out in Huntsville, Alabama, the 
citizens are going to build a fine new hotel and name it the Albert Erskine 1m 
honor of Albert Russel Erskine, a native son. A few years ago the citizens of 
Flint built a similar monument to W. C. Durant and likewise The Olds, in Lans- 
ing, is a tribute to R. E. Olds.—P. S.: The Book Cadillac Hotel and the Cadillac 
car are both named after the adventurous gentlemen who founded the City of 
the Straits. 
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She Knows Automobiles 





E NJOY meeting people. 
of service. 


Co., Chicago. 


at 4049 Fullerton Ave., Chicago. 
interested in real estate. 


actions. 


Ave. store. 


selling Oldsmobiles. 





Know your product. Be 
It is more than likely that Miss Edna 
W. Schuller has patterned her 21 years of life on 
these maxims, for the substance of the statements 
have in no small way contributed to her success as 
assistant manager of the A. D. Schuller Motor Sales 


Miss Schuller is the daughter of A. D. Schuller, 
who has salesrooms at 3324 Montrose Ave., and 


While Miss Schuller was attending high 
school and the University of Illinois she fre- 
quently assisted her father in his realty trans- 
On her graduation last June with a B.A. 
degree she decided to learn the automobile business. 
First she took charge of the books and accounting, 
with an occasional flyer into selling and early this 
year was made assistant manager of the Montrose 
It was a promotion predicted on past 
performance and ability to produce in the future. 


Miss Schuller finds her youth and sex no barrier in 
She has studied her work thor- 
oughly and can discuss motor cars intelligently. 









He is also 


ee 
<N 





Gates Co. to Open New 
Power Piant March 15 


DENVER, COL., March 7—The 
$300,000 power plant of the Gates 
Rubber Co., now in course of comple- 
tion, will be in full operation March 15, 
according to Carl Ahlquist, the com- 
pany’s chief engineer, who is in charge 
of construction. 

This power unit will generate the 
10,000,000 K. W. consumed annually 
with a comfortable surplus capacity 
for expansion. Incidentally, this $300,- 
000 plant will generate 170,000,000 
pounds of steam for use in rubber 
manufacturing processes, supply hy- 
draulic for presses, and compressed air 
wherever required. 


AWOL Car Returns With 
Wash, Polish and New Oil 


J. W. Fehman, Motor AGE corre- 
spondent in Columbus, Ohio, tells the 
following story: E. L. Gallagher, pro- 
prietor of a printing plant in Words- 
field, Ohio, is willing to have his auto- 
mobile A.W.0.L. at least once a week. 
Recently he reported his car as taken 
{rom its parking space. A description 
of the car was telephoned to all nearby 
towns and the police waited for re- 
sults. A short time later the car was 
returned by a neighbor who reported 








he had taken the car by mistake for 
his own and did not discover his error 
until he had the car washed, polished, 
oiled and greased at his own expense. 





Townsend Looks for Good 
- Accessory Business in ’28 

LONG ISLAND CITY, March 3— 
George H. Townsend, president of The 
Moto Meter Co., Inc., upon his return 
from an extended trip through the 
South, states that there is every indica- 
tion of a great improvement in the ac- 
cessory business, from the standpoint 
of the manufacturer. 

He believes, however, that competi- 
tion in all branches of the industry will 
be keen, and profit margins probably 
smaller than in previous years. 

The fact that Henry Ford is now in- 
creasing his production daily has been a 
help to the business of The Moto Meter 
Co., particularly since the Ford dealers 
have been very enthusiastic in their 
praise of the new Junior Model: Boyce 
Moto Meter, for this car. 





Reynolds Spring Shows Loss 

DETROIT, March 6—The Reynolds 
Spring Co. reports a net loss of $162,- 
369 for 1927, compared with a net loss 
of $164,038 in 1926. 
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Speed With Safety 
Is Not Impossible 


Time to Look at Problem 
From New Angle, Hoff- 
man Says 


oo 


SOUTH BEND, IND., March 7— 
The time has come to stop sidestepping 
the problem of speed on the highways, 
is the opinion of Paul G. Hoffman, vice- 
president of the Studebaker Corp. of 
America. 

“American railroads have proved 
that it is possible to attain both high 
speed and safety. When we look back 
over the years we view with amuse- 
ment the excitement that greeted the 
iron monsters of 1848 as they thunder- 
ed over the rails at the fearful speed 
of 25 miles an hour. 

“It is foolish to put legislative bars 
of a fixed character in the way of de- 
velopment of speed in motor car trans- 
portation. It is time to look at the 
problem of highway safety from a new 
point of view.- One of the first steps 
is to get over the idea that speed in 
itself is a dangerous thing. It is not 
speed alone, but speed in combination 
with other factors that makes accidents. 
Any well constructed car of the present 
year is much safer at 50 miles an hour 
under the proper conditions than cars 
of a similar class were 15 years ago 
at 30 miles an hour. 

“No one can deny that there is real 
danger in speed plus unfavorable con- 
ditions for speed on the highway, but 
speed in itself does not necessarily 
create hazards. High speed at inter- 
sections, in turning corners, passing 
pedestrians or passing other traffic in 
the face of oncoming traffic from the 
other direction is a real menace. 

“Legislation and enforcement should 
concern itself not so much with speed 
as with those acts of a driver which, 
combined with speed, result in acci- 
dents. Let us stop arresting the sane 
motorist who is doing a sensible 45 
miles an hour on a fast road in the 
open country, and concentrate on 
drivers like the short-corner-cutter in 
town who may be doing only 15.” 





Kilbourne a Distributor 
for Stearns-Knight Line 

SPRINGFIELD, MASS., March 3— 
C. R. Kilbourne has been appointed dis- 
tributor of Stearns-Knight for Hamp- 
den, Hampshire and Berkshire counties, 
and has opened an office and salesroom 
at 21 Pearl St. 

He formerly was a factory represen- 
tative for Willys-Knight. 
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Illinois Tax Win 
May Cause Suits 


Supreme Court Decision Holds 
Assessment Violates 
4th Amendment 





CHICAGO, March 7—lIllinois motor- 
ists and industries, in winning their 
fight against the state gasoline tax of 
two cents per gallon, have set a prece- 
dent which is expected may be the 
foundation of suits in several of the 
remaining 46 states which have gaso- 
line taxes. 

Perusal of the decision, which char- 
acterizes the law as “an unintelligible 
piece of legislation,” shows that the su- 
preme court’s decision was founded on 
the following six points: 

1. It was held that the title was 
misleading, in that it failed to state 
that the tax was upon users of high- 
ways and not upon gasoline; 

2. It was held a violation of the 
fourth amendment to the United 
States constitution which guarantees 
equal protection to all; 

3. It was held that the refund 
clause provided the use of tax funds 
for purposes of a gift, thus violating 
the state constitution; 

4. It was held that the gasoline tax 
in connection with the state license fee 
amounts to a double tax on motorists; 

5. It was held that the law discrim- 
inated between gasoline and kerosene, 
both of which may be used as motor 
fuels and 

6. It was held that the act was dis- 
criminatory in that it excluded electric 
vehicles from taxation. 

Approximately $8,750,000 has been 
paid the state director of finance as 
gasoline tax since last August 1 when 
the law became effective. Despite the 
fact that the law has been held uncon- 
stitutional and inoperative, little hope 
is held out for the refund of the tax 
even to large buyers who have kept 
records of their purchases. 

The suit assailing the validity of the 


law was brought by the Chicago Motor 
Club. 





Kingsley and Gabelman 
at Publishers’ Meeting 
CHICAGO, March 6—Howard F. 
Kingsley, president, and H. H. Gabel- 
man, sales manager, of the Kingsley- 
Miller Co., 625 West Jackson Blvd., 
spent last week at the Southern pub- 
lishers convention in Atlanta. On their 
return, Mr. Kingsley immediately left 
on a business trip to New York City. 
That’s how things are booming for the 
Kingsley-Miller Co. 








From Oranges 
to Overshoes 








4. 2. Melee 


MR. HOLMES, who has been 

promoted to sales manager of 
District No. 2 for the AC 
Spark Plug Co., with head- 
quarters in Flint, will soon be 
a widely traveled young man. 
His district comprises Michi- 
gan, Indiana, South Illinois, 
Eastern Missouri, Kentucky, . 
Tennessee, Alabama, Georgia, 
Florida, West Virginia, Ohio, 
Western Pennsylvania, Onta- 
rio, Quebec, New Brunswick, 
Nova Scotia and Prince Ed- 
ward Island. 











Springfield, Mass., Show 


Continues the Increase 
SPRINGFIELD, MASS., March 3— 
Attendance at the 13th annual show of 
the Springfield Automotive Dealers’ As- 
sociation in the Municipal Auditorium 
marks an increase over previous years. 
The many new models and wide price 
range represented are considered re- 
sponsible for the gain in public interest. 
Thirty-one lines of cars are shown. 
About 150 dealers gathered in Hotel 
Kimball for the annual pre-show din- 
ner. Harry W. Stacy is manager of 
the show. 


Big Gain for Graham-Paige 

DETROIT, March 3—Graham-Paige 
produced 4019 cars in February com- 
pared with 1510 in January and 2102 
last February, according to a state- 
ment made today by company officials. 


Motor Age 


Public Takes to 
Travel by Buses 


Two and a Half Billion Fares 
Paid in 1927; Better 
Roads Aid Gain 


CHICAGO, March 8—Going from 
here to there by highway is getting to 
be quite a business. Last year 23,000,- 
000 automobile owners traveled over 
100 billion miles. In addition, 2,525,- 
000,000 passengers went for bus rides, 
probably bringing the total motor 
vehicle mileage to 150 billion miles. 

Buses in operation in 1927 exceeded 
the registration of the previous year by 
5.830 vehicles. This is a slight falling 
off in the rate of gain. Of the 85,636 
buses in service, 35,900 were school 
buses. Common bus carriers increased 
by 2680 vehicles while school buses 
gained 3100 in numbers. 

Bus operation, at one time the most 
speculative of business ventures, is now 
on a sound footing with every state in 
the union well threaded with motor 
coach lines. 

The widespread development of these 
bus systems, of which there are more 
than 7000 in this country, is due in a 
great measure to improved roads, 
through riding comfort and adherence 
to schedules. 








Adams, Thompson, Whitney, 


Zelke Join Stutz Branch 
CHICAGO, March 6—Four’ men 
prominent on Chicago’s motor row 
have been appointed to positions of 
importance at the Stutz factory branch, 
2500 S. Michigan Ave., according to an- 
nouncement by Manager F. D. Cerf. 

Bruce E. Adams has been made gen- 
eral sales manager. He was formerly 
manager of the Rolls-Royce branch, 
and recently connected with the Cadil- 
lac Chicago branch as general sales 
manager. 

R. M. Thompson, named in charge of 
the wholesale department, was for six 
years wholesale manager of the Pack- 
ard Motor Car Co. of Chicago. 

H. S. Whitney, assistant to Mr. 
Thompson, was formerly with General 
Motors as wholesale field man in the 
Northern territory, and is known for 
his work in field research and analysis. 

Andrew A. Zelke, now managing 
director of the Broadway showroom, 
was previously with the Cadillac Chi- 
cago branch where for three years he 
led in retail sales. His apprenticeship 
began in 1902 with one-cylinder Cadil- 
lac cars, and he has since held execu- 
tive positions with the Columbia and 
Lafayette companies. 
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Foreign Business 


Shows Good Gain 


Equipment Shipments Increase 
Half With Parts Close 
Second 





NEW YORK, March 8—Foreign 
trade in automobile parts, accessories 
and shop equipment forged rapidly 
shead last year, according to a survey 
just completed by the Motor and Acces- 
sory Manufacturers Association. 

Shop equipment manufacturers re- 
corded over 50 per cent gain in foreign 
trade, with replacement parts running 
a close second. Foreign shipments of 
accessories in 1927 showed the slightest 
gain of any. 

The ratio between foreign and do- 
mestic sales has also shown an increase, 
120 companies showing a foreign sales 
volume of slightly more than seven per 
cent for an average and some of them 
running as high as from 10 to 15 per 
cent in their total sales volume. 

Conclusions drawn from the survey 
vary somewhat from the Department of 
Commerce figures for the entire indus- 
try on the valuation of last year’s for- 
eign shipments for the three divisions 
named. These figures show that ex- 
ports of replacement parts last year 
amounted to $50,274,867, a 40 per cent 
increase over 1926; accessories, $7,872,- 
892, a decrease of 8.4 per cent, and shop 
equipment, $6,919,944, a gain of only 
one per cent, which seems to indicate 
that the M. & A. M. A. members made 
more than average progress in export 
business. 

Australia, New Zealand, South 
America, South Africa, the Scandina- 
vian countries, Germany, and England 


were our most important markets last 
year. 





Craft Heads New Stutz 


Distributor for Texas 
INDIANAPOLIS, March 6— An- 
houncement is made of the appointment 
of Stutz Motor Sales Co. of Texas, 
Inc., as wholesale and retail distributor 
of Stutz cars for southeastern Texas, 
with headquarters in Houston. Formal 
opening of this firm’s establishment at 
Main and Leland Ave. was a recent 
event, 

Officers of the Stutz Motor Sales Co. 
of Texas, Inc., are: J. D. Craft, presi- 
dent; C. P. Butch, vice-president; M. C. 
Martin, secretary and treasurer. 





Fisher to be Guest Speaker 

MILWAUKEE, March 3—J. B. 
Fisher, chief engineer of the Waukesha 
Motor Co., Waukesha, Wis., will be the 
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Moon Aerotype Four-Door Sedan 


THE exterior of this four-door sedan is finished in beige and tan combination. 
An unique treatment of exterior moldings and window reveals is featured. 
Interior has luxurious imported tan broadcloth, special period design hardware, 
smoking sets in taupe goatskin, tapestry assist loops and broadcloth covered 


robe rail with silvered assist loops integral. 


The coachwork of this car is of 


the Franco-Italian school 








guest speaker at the monthly dinner 
meeting of the Milwaukee Section, 
S. A. E., at the Milwaukee Athletic 
Club, Wednesday evening, March 7. He 
will speak on “Automobile Develop- 
ments in Europe.” Mr. Fisher and H. 
L. Horning, president of the Waukesha 
company, returned recently from an 
extended tour of Europe for investiga- 
tion and research. 





E. B. Mull Heads New Zone 
for Falcon Motors Corp. 
DETROIT, March 3—E. B. Mull has 
been appointed zone manager of Fal- 
econ Motors Corp. to take charge of a 


new zone being formed i nthe South. 


Mr. Mull has been associated with vari- 
ous manufacturers in field work in the 
past few years and is well known to 
dealers in all parts of the country. 

Falcon Motors Corp. is planning to 
enlarge its field organization to pre- 
pare for the expansion of the market 
on its Knight sleeve valve motor car, 
according to F. H. Akers, sales man- 
ager. He pointed out that the recent en- 
largement of the Falcon plant to pro- 
vide an annual production of 30,000 
cars will be accompanied by a program 
greatly to enlarge the dealer organiza- 
tion. 


a 


Hight Made Midwest 


Branch Head by Simplex 
TOLEDO, March 2—A. G. Hight, 
formerly with the wholesale depart- 
ment of the Landman-Griffith Co., dis- 
tributor for Chrysler in the Toledo ter- 
ritory, has become manager of the Mid- 
west branch of the Simplex Piston Ring 
Co. of America with offices at Kansas 
City. 


Nash Shipments to 


Europe Increasing 


KENOSHA, WIS., March 5—Febru- 
ary shipments of Nash cars to overseas 
points showed an increase of 29 per 
cent over February of last year, mak- 
ing February of this year the greatest 
single month in the export record of 
the company, it was announced today 
by Charles W. Nash, president. 

The increase in export orders for the 
month was 46.4 per cent greater than 
for January. It is expected that March 
will show an even greater increase. 

February also showed an increase in 
domestic shipments of 24 per cent over 
the previous February and 32 per cent 
over January. 





Takes Used Airplane in 


Trade for Automobile 
MILWAUKEE, March 6—George H. 
Williams, head of Geo. H. Williams, 
Inc., distributor of Franklin cars in 
Milwaukee and Wisconsin, pioneered in 
the automotive merchandising business 
during the past week by taking in a 
used airship as part payment on a new 
Franklin. The ship is a Lerome scout 
type biplane of 22 ft. wing spread,, 
powered by a French Lerome rotary 
air-cooled engine. 
“Merely in the line of business,” said 
Mr. Williams, in discussing this unique 
transaction. 





Campbell Sails for Home 

NEW YORK, March 2—Cap. Mal- 
colm Campbell, holder of the world’s 
automobile speed record, sails tonight 
on the Berengaria for England, accom- 
panied by Mrs. Campbell. 



















































Puzzle Picture; Who Are They? 
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You undoubtedly know some of them, but if there’s any doubt in your mind 
don’t hesitate to look at the bottom of the next page; there you'll find the whole 
story, all diagrammed for easy identification 





Devil Purgers Purity 


Ford’s Japanese Plant 
CLEVELAND, March 5—Protected 


from evil spirits by rites of the ancient 
Shinto religion, building of Japan’s new 
Ford assembling plant is under way, 
according to word received here by the 
H. K. Ferguson Co., contractors. 

The Shinto ceremony was described 
in a letter from J. W. Lowell, one of 
the Ferguson engineers in Japan. It 
was performed by three priests and 
lasted an hour, after which the first 
spade of earth was turned with accom- 
panying pomp. At the close of the 
Oriental ritual, modern pile drivers 
were put into operation to lay the 
foundation. 

The Nipponese Ford factory, near 
Yokohama, was designed and is being 
built by the Cleveland firm. It is ex- 
pected to be finished by next August, 
and will produce Fords and Lincolns 
at the rate of 200 a day. 





Export Managers to Meet 

NEW YORK, March 6—The Export 
Managers Club of New York, Inc., is 
planning its eighth annual get-together 
meeting and banquet to be held at the 
Hotel Pennsylvania, New York, on 
March 20. Topics for discussion at 
this meeting include new export meth- 
ods, the use of aviation in expanding 
foreign trade and cables, international 
telephone and radio. 

In the afternoon session the topics 
handled will be budgetary control of 
export business, export sales quotas 
and the use of motion pictures in pro- 
moting foreign sales. 





Stop Fordson Production 

DETROIT, March 3—Ford Motor Co. 
states that it has discontinued the 
manufacture of Fordson tractors. The 


company declares that while the Ford 
industries were curtailing operations 
pending introduction of the new car 
last summer enough tractors were pro- 
duced to supply the trade for some time 
to come. 

The company will continue to manu- 
facture replacement parts for the up- 
ward of 500,000 Fordson tractors now 
in the field. 





Brooks on Eastern Trip 

INDIANAPOLIS, March 3—H. H. 
Brooks, general sales director of the 
Marmon Motor Car Co., has departed 
for a 10-day visit with six of the com- 
pany’s largest distributors, in Portland, 
Maine, Boston, New York, Philadelphia, 
Baltimore and Washington. 


Commissioner to Head 


Activities of G. M. D. 


CHICAGO, March 5—Commissioner 
Wm. M. Webster of the Automotive 
Equipment Association will make the 
following announcement in the next 
issue of the “Leader,” it was learned 
at his office here today: “The board 
of directors at the mid-convention ses- 
sion decided the present Greater Mar- 
ket Development set-up was all wrong. 
In the belief that all departments should 
be under one head, answerable to the 
board of directors of the association, 
it was decided by unanimous vote of 
the directors to place that authority 
with the commissioner.” 

It is understood that no fundamental 
change is to be made in the operation 
of Greater Market Development; that 
the directors reaffirmed their desire to 
continue Greater Market Development, 
and as evidence of this have refinanced 
the activity through July, when future 
provisions for it will have been made 
at the summer convention in June. 


Motor Age 


Output Improves 
as Sales Increase 


Car Business Generally Better 
With Prospects of Good 
Spring Buying 





NEW YORK, March 3—Generally im- 
proved production schedules effective in 
practically all automobile plants during 
February will be further increased in 
March with the opening of spring buy- 
ing. Some stocks of new cars have 
been accumulated in preparation for 
spring trade but these are generally 
lower than in recent years and the 
development of normal buying will re- 
quire continued large production to 
meet deliveries. 


Though increased deliveries of Ford 
cars will be made im March these will 
have little effect on the general market. 
All of the Ford deliveries must be made 
on back orders for at least several 
months, leaving all of the spontaneous 
market to other makers. Buyers com- 
ing into the market during the first 
half of the year will be compelled to 
turn to other makes if they desire im- 
mediate use. 


February sales reported from leading 
centers show gains over the same month 
last year, this despite the fact that a 
considerable part of the February, 
1927, sales were Fords. Nearly all 
parts of the country except the North- 
west and Pacific Coast States have been 
buying in good early year volume and 
notable improvement is shown in some 
districts which recently have _ been 
stagnant. 


Used car buying has been much im- 
proved during February clearing the 
way to more active movement of new 
cars. Prices on used cars are generally 
lower under the influence of reduced 
prices in the lower priced new cars and 
this is stimulating sales without the 
necessity of bargain offerings. Mild 
weather conditions are having impor- 
tant effect on the good early year used 
car movement. 


—_—— - ~~ 


Asks Deposit of Stock 
DETROIT, March 5—A letter has 
been sent to the common stockholders 
of the Graham-Paige Motor Corp. 
inviting them to deposit their stock 
in a voting trust. The: letter states 
that a substantial portion of the cor- 
poration’s stock is now in voting stock 
which places all the Graham Brothers 
in full responsibility for the manage 
ment of the company. The Detrolt 
Trust Company will give voting trust 

certificates for all stock deposited. 
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Chrysler Offering 
Fabric Limousine 


New Type of Body Construc- 
tion Employed in Custom 
Car of Luxury Type 





DETROIT, March 1—The Chrysler 
Sales Corp. is now offering for special 
orders a custom fabric body limousine 
on its “72” chassis. 

The fabric automobile body has won 
considerable popularity in Europe and 
3ome observers of motor car trends are 
forecasting for it a vogue in this 
country. 

The process of manufacture, as de- 
scribed by its sponsors, provides for 
making the body frame from selected 
kiln-dried hardwood, which is accurately 
machined, carefully glued and secured 
with joints reinforced when necessary. 
This is covered with expanded metal 
lath, giving strength with extreme 
lightness, the manufacturers explain. 
Cotton wadding is used as the next 
layer in the fabric to absorb vibration, 
and a heavy canvas is stretched tightly 
over it to assure smoothness of sur- 
face. The construction is finished with 
a covering of Meritas leather cloth, a 
fabric with a hard weather-proof sur- 
face which is said to retain its beauty 
almost indefinitely. 

In the “72” Custom Fabric Body 
Limousine, now offered by Chrysler. 
the fabric construction is employed 
rearward from the cowl bar, the hood 
being of metal, as usual. 

Appointments of the new limousine 
are of characteristic Chrysler luxuri- 
ousness. 


Form Auto Trades, Inc. 

MILWAUKEE, March 3—To effect 
a merger of all interests that have been 
developed as separate entities in recent 
years, the Auto Trades, Inc., of Mil- 
waukee has been incorporated. It com- 
bines the interests of the Milwaukee 
Automotive Dealers’ Association, the 
Auto Realty Co., and the Auto Trade 
Salvage Co. 

The realty company was formed 
several years ago to hold property con- 
sisting of a large warehouse and work- 
Shop for annual auto show equipment, 
scenery and decorations. The salvage 
company came into being seven months 
ago to establish a salvage yard and 
plant that already has salvaged 908 
cars out of the total of 1015 cars taken 
In since the beginning of the operation. 
The consolidation of the three activities 
IS expected to promote economies and 
convenience in handling all affairs. 

L. D. Frint, Oldsmobile distributor, 


Thrill, Skill and Spill 






Wy INTER-TIME means fun for the ski enthusiast. The neophyte—whatever 

that is—who finds the jumps too much for his skill, can have all of the thrills 

of a flying trip through the air, however, if he has an Erskine Six and a clear, 
snow-covered road 





is president and Francis A. Cannon 
is executive secretary and manager of 
the corporation. 





Wins Right to Tax Buses 
on Road Mileage Basis 

WASHINGTON, March 2—The 
right of a state to tax interstate buses 
on a mileage basis was upheld this 
week by the U. S: supreme court. The 
decision in the case of Interstate Bus 
Corp. against the commissioner of 
taxes of Connecticut, held that the 
state of Connecticut has a right to im- 
pose a tax of one cent a mile, for each 
mile traversed, on motor vehicles used 
in interstate transportation. The tax 
was imposed by the state. 

The supreme court holds that this is 
not an excessive tax, and that it is not 
a burden upon interstate commerce, due 
primarily to the fact that the buses use 
the highways, and that the tax collect- 
ed is used in its entirety for the main- 
tenance of these highways. 


Graben Motor Co. Will 


Distribute Marmon Line 
DES MOINES, IOWA, March 7—The 
Graben Motor Co., temporarily located 
at East Fifth St. and Grand Ave., has 
been appointed distributor for the Mar- 
mon car in 42 central Iowa counties. 
A. G. Graben, head of the new distrib- 
uting organization, has been asso- 
ciated with the industry for 12 years. 
For the past two years he has been 
East Des Moines Chevrolet dealer. 


$631,000 is Mohawk Net 


AKRON, March 2—Net profit of 
Mohawk Rubber are $631,000 after all 
charges. Sales were $5,700,000, and 
current assets are $2,000,000 against 
$1,000,000. 

S. S. Miller, president of the com- 
pany, termed the statement a financial 
comeback for Mohawk, which faced a 
$350,000 deficit the first of 1926. This 
has been wiped out and the entire Mo- 
hawk structure is perceptibly stronger. 








1 2 > 4 3 


6 7 & 9 10 


AC Salesmen Visit Plant 


A FEW of the AC Spark Plug Co. district dealer representatives who met in 


Flint the other day for a general conference. 


No. 1., A. S. Holmes, district 


sales manager; (2) R. C. Florin, Quebec, New Brunswick and Nova Scotia 
representative; (3) A. R. Letts, western Pennsylvania; (4) Earl Welton, 
southern Illinois and eastern Missouri; (5) A. H. Smith, Ohio; (6) J. H. 
Parkinson, Ohio; (7) R. B. Pepper, Michigan; (8) E. C. Klenke, Cincinnati 


and Kentucky; (9) J. P. Davidson, special representative, and (10) E. R. 
Mayville, district sales office manager. 


(See page 20) 
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Shows Greatest 
Employment Gain 


Car Industry Adds 35 Per Cent 
to Payroll Totals; Wagon 
Trade Decreases 


WASHINGTON, March 2—An in- 
crease of 1.1 per cent in employment 
and 3.9 per cent in payrolls, during 
January, as compared with December 
is reported by the Bureau of Labor 
Statistics of the Department of Labor. 
Comparing January of this year with 
last, the figures show a decrease of 
5.5 per cent in both emp‘oyment and 
payrolls for the current month. The 
data for January, 1928, is based on re- 
turns from 10,772 establishments in 54 
of the chief manufacturing industries, 
employing 2,907,700 workers, whose 
combined earnings averaged $75,000,- 
000 per week. 


Ten Increase Payrolls 


Of the 54 industries, 10 reported an 
increase in payroll totals and employ- 
ment during January and of this 10, 
the automobile industry shows the 
largest increase. The figures show that 
during January the industry increas- 
ed its number of employees 8.6 per 
cent, compared with December. The 
automobile tire industry showed an in- 
crease in January of 5.4 per cent. Com- 
paring January with January of a year 
ago, the automobile industry showed 
the most pronounced increase, being 9.4 
per cent in employment and 35.2 per 
cent in payroll totals. 

The increase in automobile business 
is reflected in the carriage and wagon 
industry, which showed an outstanding 
decrease in January, compared with the 
same month of 1927. 








Good Luck 














Orrin P. Kilbourn 


As you undoubtedly read in 
last week’s Mortror Ace, Mr. 
Kilbourn, assis.znt general 
sales manager for Willys- 
Overland, Inc., for the past five 
years, has resigned to become 
associated with the automotive 
unit of the J. Walter Thomp- 
son advertising agency at the 
company’s headquar‘ers in New 
York City. Previous to tzking 
over his sales executive job 
with Willys, Mr. Kilbourn was 
connected with the _ export 
division. 











Aluminum Industries, Inc., 


Has New York Warehouse 

CINCINNATI, March 3—In keeping 
with its slogan of “At Once Serv- 
ice,” announcement is just made that 
Aluminum Industries, Ine., manufac- 
turer of Permite pistons, has estab- 
lished a New York City warehouse, 
which is located at 33 West 60th St. 

A complete stock of all types and 
models will be carried. 
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Chrysler Powered 
Boat Ends Voyage 


Dodge Watercar’s Strenuous 
Albany-to-Miami Trip 
Severe Test 





DETROIT, March 5—What is re- 
garded as one of the severest tests it 
would be possible to devise for a marine 
power plant was successfully completed 
when a 1928 Dodge Watercar, powered 
with a Chrysler Imperial marine en- 
gine, rode gallantly into the harbor of 
Miami, Fla., and brought to a trium- 
phant finish a spectacu-ar and hazard- 
ous voyage that had begun far up 
north at Albany, N. Y. 

The log of the journey, taken to the 
Chrysler corporation in Detroit by W. 
J. Martin, veteran Dodge driver, who 
piloted the Watercar on this trip, shows 
a long and impressive list of strenuous 
experiences on inland canals and out in 
the open ocean which exhaustively tried 
the stamina and performance qualities 
of both boat and engine. 


Meets Heavy Storm 


Running many miles down the Hud- 
son river in a tangle of floating debris 
from upstate floods, frozen in the Rari- 
tan canal by ice which formed faster 
than it could be broken and _ which 
threatened momentarily to riddle the 
hull of the little craft, tossed about 
Chesapeake Bay by a furious gale, 
storm beaten on the open Atlantic when 
inland canals were unavailable, the 
doughty Waterear steadfastly kept its 
unwavering way toward the South and 
its smoothly running engine supplied a 
consistent stream of power without 
missing a beat throughout the entire 
run. 
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SHOWS 

Automotive Equipment Ass'n, Coli- 

re Cre . a cp eh eee eae wee Oct. 22-27 
Bay GET. Bees cecvcccocecescsseee Gis 
*Boston, Mechanics Bldg. ..... March 10-17 
Corpus Christi, TORS ...ccccccess April 4-7 
POPs DOtG. DOMME 2c ceccccsess March 10-17 
DO Dy Gas seeeeseccvenesenn April 9-13 
OS ere ee March 21-24 
OO rere March 3-11 


National Standard Parts Association, 
Cleveland Auditorium...Oct. 29-Nov. 3 

ee Se, GO. pcwewecesccscad March 10-15 

te. BOOT WOER, GORE. ccc cccccess March 7-11 


Sioux Falls, S. D., Coliseum...March 28-31 
*Tampa, Fla., Davis Island Coliseum, 
March 29-April 5 


CONVENTIONS 
Automotive Equipment Association, 
Grand Hotel, Mackinac Island, 
June 10-16 
Automotive Equipment Ass’n, Coliseum, 
a Oct. 22-27 


“Will have special shop equipment exhibit. 





National Standard Parts Association, 
Hollenden Hotel, Cleveland, 


Oct. 29-Nov. ° 
New Jersey Automotive Trade Ass'n, 
DEEL. 6c deeseeeseeevaceneae © May : 


Society of Automotive Engineers, 
Chateau Frontenac, Quebec..June 26-2! 
Texas Automotive Dealers’ Association, 


Gunter Hotel, San Antonio..April 16-17 
RACES 

Atlantic City, N. J. w.ccc eee eee eeeee May » 

DT st:ctnecntaesaseeesaonensaneess June » 

SEEDER TEE EELED _,.May 30 





May 3—Sales 





and Service Reference Number—Motor Age 
June 10O—A. E. A. Summer Meeting Number, Motor World Wholesale 
June 23—Engineering Issue—Automotive Industries 
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Boston Prepares 


for Best Exhibit 


All Show Space Sold; Predict 
Attendance Will Set 
New Record 


BOSTON, March 3—All the Boston 
dealers, salesmen and others identified 
with the selling of cars, trucks, acces- 
sories, etc., are looking forward to the 
opening next Saturday afternoon of 
the annual automotive show with much 
anticipation. Following the large num- 
ber of sales in January and February, 
and the big interest displayed at Wash- 
ington’s Birthday open houses they ex- 
pect to do a big business during the 
week. If hard work and long hours 
count they will do a good job. 

Manager Chester I. Campbell has 
taken over Mechanic’s Building and his 
men now are swarming over it getting 
the structure into shape for what is 
promised to be the most elaborate ex- 
hibition ever staged in this or any other 
city. Boston for years has had the 
reputation of doing a wonderful job in 
its decorations, and this year the plans 
call for effects that will surpass all 
other efforts. 

There will be 43 different motor cars 
shown; nine truck exhibits, and two 
motoreyele lines. There will be a big 
accessory section, also a shop equip- 
ment department. 

It is announced by the management 
that all show space has been sold. 

As usual there is to be a big array 
of motor officials in town for the differ- 
ent luncheons and banquets during the 
week. These will run through until 
Thursday. 

Chevrolet will have a meeting and 
banquet before the show. The business 
meeting will be held in the Repertory 
Theatre where it will be possible to use 
the stage for display purposes. In the 
evening the banquet will be held at the 
Copley-Plaza. Vice-President Richard 
H. Grant will be in charge with a crew 
ef Chevrolet stars to fill in the other 
parts so that it will leave the dealers 
free throughout show week to attend 
to business. 

On Friday night there is to be a 
big pre-show “Round-Up” to which 


many automobile executives have been 
invited, 








Make Tools for Parking 
Brake for Ford Model A 


DETROIT, March 6—It is understood 
that tools are being made to provide for 
the manufacture of a parking brake on 
the rear drums of the new Ford car. 
Several weeks ago the Ford Motor Co. 
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No. 1. Straightening Axle 


GOOD way of straighten- 
ing a front axle that is 
bowed down in the middle, is 
as follows: Get a _ powerful 
jack (B) and two 3 ft. lengths 
of heavy chain. Drive the car 
to the nearest railroad track 
(C) and place both front 
wheels on the railroad track 
so that the front axle is 
p-rallel with the track. Chain 
(A) the ou.er end of the axle 
to the track and place the jack 
in the center. The jack can 
then be brought up until the 
axle is straightened. It is well 
to look both up and down the 
railroad track before chaining 
the car to the rail as a train 
(D) may be coming. 











announced that it would add a parking 
brake, but at that time it was said that 
the brake would be attached to the pro- 
peller shaft. 

Production of completed Ford cars 
continues at a rate of approximately 
1900 units a day, although the company 
is manufacturing a quantity of certain 
parts which are being shipped to the 
various assembly plants and held in 
store for big time production once the 
company is prepared to go ahead on a 
big scale. Many of the difficulties which 
the Ford Motor Company is reported to 
have experienced in getting under way 
on the new car are being overcome, it 
is understood, and while production on 
a broad scale is still some weeks away 
the Ford organization is confident that 
the worst has been passed. 


Willys-Overland’s 
Largest February 


1200 Cars Daily Reached; 
Many Unfilled Orders; 
Record Payroll 


TOLEDO, OHIO, March 6—Produc- 
tion of Whippet and Willys-Knight mo- 
tor cars last month was the largest 
February output in the history of the 
Wi-lys-Overland Co., according to a 
statement issued by executives of the 
organization. It was said that the 
month’s total production was close to 
25,000. 

Production of these cars, on several 
days, exceeded the 1200 a day mark. 

Employment at the Toledo plant, 
with 17,900 on the payroll, is the larg- 
est number ever employed by the com- 
pany, the statement said. 

Despite the high production figure 
reached, there are 25,000 unfilled orders 
for cars on file, the daily influx or or- 
ders being maintained in the same high 
volume that has characterized the de- 
mand for these cars since early in 
January when the Whippet prices were 
reduced. 

The statement also declares that the 
demand for the three lines of Willys- 
Knight sixes is necessitating a high 
production schedule to meet the demand 


of the Willys-Overland dealer organi- 
zation. 





Gardner Statement Shows 


Excellent Financial Health 

ST. LOUIS, March 3—At the end of 
1927, Gardner Motor Co. had current 
assets of $1,377,902 against current 
liabilities of $286,351, a ratio of about 
five to one. Of the current assets, $619,- 
405 consisted of cash placing the com- 
pany in an exceedingly favorable posi- 
tion to meet any eventuality in the 1928 
automobile market. Cash on hand was 
more than twice the amount of all cur- 
rent liabilities. During the year the 
company improved its cash position by 
at least $360,000 through the sale of 
45,000 shares of capital stock. 

Working capital at the end of 1927 
was $1,091,551 against the 1926 figure 
of $828,273, a gain of $263,078. On De- 
cember 31, 1926, the company had $144,- 
618 in cash and total current assets of 
$1,036,755 against current liabilities of 
$208,482. 

Fixed assets at the end of 1927 were 
carried at $368,592 after deduction of 
depreciation reserves of $115,452, equal 
to about 24 per cent of the book value 
of the building, machinery and equip- 
ment. Total assets were $1,778,676 as 
compared to $1,447,644 for 1926. 
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Gas, Oil and Hot Dogs—Drive In 


T a police auction of derelict 
A automobiles in Philadelphia 
last week, two of the cars brought 
five cents apiece. “Bought for jit- 
neys,”’ wisecracked Mein Host 
Harry deHaven Grow, of the De 
Luxe lunch wagon. 


“‘Hot-Hed” is the name of the 
Northeast Electric Co.’s new cigar 
lighter. We suggest the slogan, 
“Don’t get hot-headed. Get a Hot- 
Hed.” 

* 


Ray Cunliffe has gone to Balti- 
more as Cadillac-La Salle distribu- 
tor. He is hereby warned that 
acidopholous milk does not agree 
with Baltimore crabs. 


Larry Sasscer, assistant general 
saies manager at Peerless, has 


kicked about our reference to the. 


pompadour he once sported. We 
have often wondered what was the 


color of his hair when he had it. 


The gingeriness of his protest re- 
moves all doubt. 
red. 


Answering numerous correspond- 
ents, we regret to report that Matt 
Dittman did not pose for the car- 
toon in the Bragg-Kliesrath ad on 
the inside back cover of the March 
1 issue of MoTorR AGE. 


“Willing to go abroad” reads a’ 
So are we,. 


Motor AGE headline. 
but the finances are weak. 


If your son doesn’t like to work 
and gets someone else to do every- 


It must have been : 


thing for him, don’t condemn him 
as lazy. He may be revealing the 
first symptoms of executive ability. 


What has become of all the auto 
goggles? 
] 


The National Pedestrians’ 


- League is planning a monument to 


the inventor of the balloon tire. “It 
is a pleasure to feel the soft cushion 
of a balloon tire encompass your 
body,” said a spokesman for the 


N.P.L. 
° 


Soak cure, dear reader, is not 
what you think it is at all. It is 
described by Goodyear News as the 
method of even distribution of tem- 
perature through large thickness of 
rubber. It is used in vulcanizing 
pneumatic truck tires. 





— 





upright. 


charity. 





John Cleary Says— 


During its current sale of grand pianos, a Philadelphia de- | 
partment store will make you an allowance for your old 


It will then put a plate on the old instrument, bearing your 
name as donor, something like this— 


“To Mercy Hospital, from Mr. and Mrs. John Dokenwadel, 
March, 1928.” 


The store will then deliver your old piano to any local 
hospital or other charitable institution you may designate. 


Such a donation of some of the tinpans I have heard would 
fall under the heading of crimes committed in the name of 
The same goes for the automobile business. 


If you take in trade a used car that you will not offer for sale, 
send it to the junkyard. 


Don’t pretend your business 1s a philanthropic institution. 
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Bunking, \unking 


and WHunting 


She’s a he and her name is “‘Speed”’ 

Bradford. Garbed in fine feathers, 

“Speed” put on an endurance run 

for Washburn Haines, Inc., Chrys- 

ler dealer of Seattle, Wash., and 

fooled the public plenty with his 
Eltingian stunt. 


The Omaha dealer-operated salvage 

yard turned no-account junked car 
bodies to some account when they 
cooperated with residents in the Mis- 
souri River bottoms section in using 
the bodies for riprap purposes. The 
loading and riprapping operations are 

pictured. 


Luck rode with these nimble-carred 

nimrods behind their wing-capped 

Chrysler roadsters. In five days they 

ran down six deer and bagged them 
with their trusty rifles. 
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Little Joe Throw; 





OE KELLY is a Buick salesman. He likes 
his job because he is making money. His 
boss likes Joe for a variety of reasons, 
videlicet, namely, and to wit: 

Joe works the way his boss wants him to 
| work. 
His deals carry no aftermath of grief for 

















the house. 

He has less difficulty than the other salesmen in clos- 
ing clean deals—without trade-ins. 

He gets more repeat orders. 

He has more two-car families on his list. 

He takes in used cars that can be quickly sold without 
eating up all the profit on the new car sale. 

I heard all this about Joe, but, like you, I didn’t 
believe it. Joe’s boss confirmed the tale. Still I didn’t 
believe it. I sought out Joe himself. He didn’t look 
like a miracie-worker. 

“T am not the seventh son of a seventh son,” Joe 
replied to my query about the source of his luck. “I 
do not carry a rabbit’s foot or an amulet of any kind. 
I walk under ladders, work just as hard on Friday the 
thirteenth as any other day and do not count the people 
who sit at chow with me. In fact, luck has very little 
to do with the money I am making as a salesman. I’m 
just a young fellow trying to get along.” 

“Then you must have a secret,” said I. 

“Nary a sec,” answered Joe. 

“Come on, open up, Joe. Tell a fellow how you do it. 
The other salesmen who read MoTOR AGE would like to 
know,” I coaxed. 

“T’m not a schoolmaster,” said Joe, “but if telling 
you will get rid of you so I can keep an appointment 
for a demonstration, all right. But I’m warning you 
in advance, it’s all so simple that you won’t believe it, 
and neither will the salesmen who read your book— 
if any. 

“It began when I picked my job. I picked out a car 
I would like to own myself. That accounts for the 
Buick. Then, from among the dealers selling the Buick, 
I picked out the guy who seemed to me to know where 
he was headed, and how to get there. That accounts 
for the boss. P.S.—I got the job. 


“When I started working for the boss, I decided it 
was the best policy—for him and for me—to work his 
way. And when you come right down to cases, that is 
the secret of whatever success I have had. 


“One of the few things the boss is preaching about 
all the time is that every salesman must call on a certain 
number of Buick owners every day, as well as a certain 
number of prospects. Some of the fellows sidestep 
these owner calls whenever they can, or make them in 
a perfunctory way. Not wise little Joe. I make these 
calls on owners even if I have to pass up some 
prospects in doing so. In fact, I have built up 
my business on these owner-calls. 

“The owner thinks I am calling on him merely 
to see that he is satisfied with his car, to ask if 
he has had any cause for complaints. I do that, 
to be sure, because I am interested in the satis- 
factory running of his Buick, but my interest 
in Mr. Owner does not end there by any means. 


He Plays His Winning Game With 
Used (Cars Useful to Him 
‘Shakes, Rattles 


“As soon as a new owner takes delivery of his car, 
I begin to use him and his new Buick as a source of 
new customers. Don’t misunderstand me. I don’t sim- 
ply ask him if he knows anybody who wants to buy a 
car. On the contrary, I may say nothing at all to him. 
But I do find out who his neighbors are, and I work on 
them, using the new owner’s shiny new car, which they 
have all seen and admired, as my introduction. Then 
I work on the likely buyers among those with whom 
the new owner is associated in business. On my follow- 
up calls on the owner, I learn the names of his friends 
who have had a ride in the new car and the names of 
his wife’s friends who have seen it at bridge parties 
or elsewhere. That’s the way I capitalize on the new 
owner. 

“The owner of an older car is something else again. 
When I call on him—in a new Buick—I am apparently 
not at all interested in his buying a new car. I am 
decidedly interested in the performance of his present 
Buick. I refer to it as evidence of the permanent value 
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thousands of miles of satisfactory service in it. 

“I actually go over some of its good points—its good 
appearance and so on—and then almost casually drop 
the thought that he would be foolish to think of trading 
it in because it has so much more value to him than 
it has to the dealer or anyone who might buy it from 
a dealer. In other words, I try to steal his used car 
thunder. Of course, I am not entirely mute on the 
subject of the style appeal in our new model, and I do 
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drop some hints on the improvements that have been 
added since Mr. Owner’s car was built. I give him a 
little ride, and let him take the wheel. 

“Mr. Owner is almost sure to ask what I will allow 
him in a trade. I am surprised that he would consider 
trading his present car, for the twofold reason that I 
have already given him—the fact that the car is still 
a satisfactorily performing automobile, and the fact 
that it is worth considerably more to the owner than 

to anyone else. 

“Is there any need to 
draw you any further dia- 
grams? You can see that 
the way has already been 
opened up for me to do 
either one of the two desir- 
able things: convert the 
owner to the two-car-family 


(Turn to page 44, please) 
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Help me Mechanics 


Motor Age 


In the -Ratter of ‘Purchasing Hand Tools the Employer 


(an Do This Very Thing to His 
Establishment’s eAdvantage 


By C. Edward Packer 


ERVICE station operators are more and more 
recognizing the importance of correct. tool 
equipment on the part of their mechanics. In 
many cases, these service station operators are 

taking definite steps to help their men buy the right 

kind of equipment. The unfortunate thing is that 
more employers are not doing this. 

Time and money is spent in laying out an efficient 
service station and equipping it with the most modern 
time-saving appliances. Then if the mechanics are not 
equally well equipped, an unbalanced condition exists 
which invariably results in unprofitable operation. 

Many advantages result from helping mechanics buy 
their tools. 

It is not intended that an employer should dictate just 
exactly what tools a man should have and should not 
have. However, it is frequently profitable for all when 
this matter is frankly discussed. Obviously the service 
man who is well equipped can perform his work in less 
time than one who is not so equipped. The natural 
result of this is that a man on a flat rate basis makes 
much more money, and a man on the hourly basis is 
worth more to his employer and stands a good chance 
of getting more money. 

As for the employer such cooperation means that his 
mechanics are equipped and ready to tackle any job that 
comes in. Naturally, this builds prestige for the shop. 
More than this, it results in the ability to handle all 
jobs that come, and turn them out in the minimum of 
time. 

Men who have the right tools and know how to use 
them can “do their stuff.” The natural effect is satis- 
faction on the part of the men when they know that 
they are satisfying the boss. As a consequence they 
are not continually on the move looking about for other 
jobs. It is expensive to break in new men and any little 
cooperation that does so much to keep mechanics satis- 
fied, is well worth while. 

Of course, when each man has all the tools that he 
needs to work with, it means a double saving in many 
cases. This saving comes from eliminating the need of 
borrowing. Borrowing tools is one of the surest ways 
of running the shop in red. Such a practice results in 
loss of time to the mechanic who borrows the tool, as 
well as the one who lends the tools. Not only does this 

result in the loss of time of these two men when the 
tool is borrowed, but it results in additional loss when 
the tool is returned and even more lost time when the 
one who borrowed the tool does not return it. 

But just how can an employer help his mechanics to 
get good tools? There are three sources from which 
tools may be obtained. They are as follows: 

1. The tool peddler. 

2. The hardware store. 
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3. Automotive jobbers. 


We all know the peddler. He’s probably a quite like- . 


able fellow. He’ll sit on the bench or the curbstone dur- 
ing the noon hour and chat with the gang. Naturally, 
he gets to be one of them. But that is not sufficient 
reason for buying from him. 

His goods may be all right, but in automobile service, 
where tool failure results in disappointed customers, lost 
profits, and possibly physical injury, there is no place 
for tools that “‘may be all right.” 

Such is the peddler. In general his office is under 
his hat. While it may be convenient to buy an occa- 
sional article from him, very few peddlers have perma- 
nent addresses and hence are not a reliable source of 
supply for they are likely to fail one when a tool is hadly 
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needed. Likewise, the peddler quotes nothing but 
list price and usually a stiff one at that. 

Furthermore, the peddler wastes much of the men’s 
time. He enters the shop—frequently without the boss 
knowing it—and proceeds to distract the attention of 
the men. They leave the work they are on—possibly 
rush jobs. They gather around the peddler’s samples. 
Discussions develop between the men and with the ped- 
dler. More frequently than not the men buy. But what 
they buy, in many cases at least, comes high as a result 
of high list price and the time lost. 

The hardware dealer, unlike the peddler, has an estab- 
lished business. His characteristics are similar in many 
respects to the automotive jobber. Similar at least so 
far as method of doing business is concerned. One out- 
standing difference, however, as a rule is his refusal to 
give those in the automotive trade a discount. Further- 
more, the stock of the hardware store, as a rule, does 
not include a complete stock of those tools most needed 
by automobile repairmen. In addition, the hardware 
merchant does not think in terms automotive, and con- 


sequently it is hard for the hardware merchant to ap- 
preciate the needs of the service men. 

Contrasted with these.two sources of supplies on tools 
is one who is devoting all of his time, resources, and 
energy, gathering to one convenient point those things 


which will most benefit the automobile repairman. He 
is the Automotive Jobber. He has the automobile in- 
dustry at heart; is vitally interested in the success of 
every service man and automobile dealer in his terri- 
tory, for on their success depends his success. The auto- 
motive jobber is established and understands the need 
of his trade. An order by phone, by salesman, or by 
mail, is promptly and intelligently handled. 

Another outstanding advantage of buying tools from 
the automotive jobber is that he adds his guarantee to 
the guarantee of the tool manufacturer. Should it be- 
come necessary to replace a defective item, the jobber 
stands ready to do this, protecting the service man from 
expense, inconvenience and possible loss. 

Nor is that all. The service man in buying through 

(Turn to page 44, please) 
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The prospective salesman is given a book containing a proved effec- 
tive approach, demonstration and closing, with answers ant:cipating 
all questions likely to be asked by the prospective purchaser .. . 


HATED the blacksmith’s trade. It wasn’t pleas- 
ant work; holding up horses while you tacked their 
shoes on, breaking your back straightening out 
anchor flukes and working all the time in a 
draughty, smoky and dimly lighted shop. And it had 
no future. How little it really had I did not realize 
because that was fifteen years ago and the automo- 
bile had hardly come into its own. But I had put in 
four years learning the trade and there was little else 
to do in the small town where I was born. I could 
have been a carpenter but their work was far from 
steady. I could have been a fisherman, but that held 
even less attraction for me. I didn’t like the smell 
of fish and every time I went out for a day’s cruise, 
as a bunch of us sometimes did in summer, I got 
downright sick. 

Just at the time when I had about decided to chuck 
my leather apron into the blueberry bushes back of 
the shop and try my luck in the nearby city, the local 
fathers got wind of a company that wanted: to build 
a precision tool plant in a town where they wouldn’t 
be bothered with taxes, or local supervision of too keen 
a nature. The upshot of the negotiations was that 
the company moved to our town and took over the 
old harness factory building. I got a job with them 
at a good wage, thanks to my sledge-hammer appren- 
ticeship. When I resigned my position with them the 
first of January a year ago, I had been foreman for 
five years. 

Everyone in the village said I was crazy when I 
told them I was going to try the selling field. My 
family was particularly bitter. They had become so 
accustomed to that $50 a week—and it wasn’t steady 
pay either, because the plant wasn’t always busy— 
that they could see nothing but starvation staring 
them in the face if they were deprived of it. They 
had quite a few words to say on the subject as fam- 
ilies do. And none of them encouraging. They thought 
I was suffering from the same mild form of insanity 
that had made life bearable for Uncle Harvey in his 
later years. But I didn’t care. I had been thinking 
a lot about the future. I had come to realize that a 
man can’t cut much of a figure as a retired gentleman 
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He is told to study the book until he has mastered it in every 
detail. When he is letter perfect and has been convinced that to 
make sales it is wiser to adhere to the accepted formula... . 


on the savings he can scrape out of a lifetime of in- 
termittent $50 pay envelopes. The thought that I 
was approaching 40 with nothing to look forward to 
except old age made me desperate. With the same 
spirit that had caused my ancestors to leave compara- 
tive comfort in Germany for a sporting chance at 
better conditions in the new country, I threw up the 
job and went forth to see if I couldn’t find a place 
where the pay envelopes were thicker and came at 
least once every week, regardless of strikes, slow mar- 
kets or what have you. 

With the optimism of one who has had no experi- 
ence with want advertisements, I turned to the city 
papers in quest of my selling job. The first ad my eye 
‘lighted on appeared to be about my size. It was 
rather lengthy and stood out from the others. It had 
an air of authority about it that caused me to believe 
in it. Briefly, it stated that men without selling ex- 
perience, “who could do what they were told to do” 
were wanted by the Blank Company, to be trained as 
salesmen. I answered that advertisement. 

In a few days I received an answer telling me to 
report for an evening sales class then forming at 
Forester’s Hall. I went and found myself among 4a 
group of varied types. There were men with t00 
large collars who looked as though they had just come 
from the farm; unkempt, swaggering men who might 
have been sailors and probably were; several who 
looked suspiciously like hard drinking wastrels intent 
on scraping together a few dollars in their saner mo- 
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Do What 


40 () L D to Doe 


There May be a Lesson for cAutomotive Salesmen in This Story, Out- 
lining the Policy of an Electric Appliance Manufacturer Who 
Insists That His Salesmen -2CUST ‘Present His Product 
in the Way He Has Found ost ‘Result ful— 

Both for the Manufacturer 


and the Salesmen 


By Nathan V. Farbel 


as told to 


Sherman Swift 


straight commission basis, he said, and the company 
would see that we were well trained. Half of us stood. 
The rest left the hall, noisily for the most part, many 
of them muttering in a way that was not at all compli- 
mentary to the speaker nor to the company that he rep- 
resented. 

The lecturer then asked those who had remained if 
we were willing to work as we were told to work, to do 
what we were told to do, and to say what we were told 
to say. He asked us to hold up our hands in acquiescence. 
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He commences his canvass. By doing as he has been told to do, — ° 
not varying his sales talk to satisfy any personal whim, he soon - =, 
finds that his employer was not wrong in insisting upon salesman- | 
ship by the book... — __a«~ e 
; 6 
ments; and a sprinkling of others that I mentally classi- | ] 
fied as being nearly everything from truck drivers to 
retired ministers. Which, I found out later, was a near 
enough guess. 
— 8 a lecturer appeared. After briefly outlining 
e€ wor j i i te 
t — k, which wae the selling of an electrically par Further, he finds that the success of a sales talk is a good reason 
ated nousehold device, he asked all who were interested for not changing it; his sales average is proportionate to the num- 


in the proposition to rise. We were to be paid on a ber of calls he makes, and = system vindicates itself with 
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CAN YOU DO WHAT YOU’RE TOLD TO DO? 





We were to consider our promise as binding, he said. 
At this juncture several others left the hall and when 
the meeting finally got squared away, there was only a 
handful left in the room. 

He started by telling us of the large sums that we 
could all make if we would do exactly as the company 
told us to do. We must not think, he said, that we knew 
more than the company did and regardless of how we 
might like to depart from the rules laid down, we were 
under no circumstances to do so. We might not vary 
the sales talk in any way; nor were we allowed to 
change our daily routine as regarded initial and return 
ealls. All of which sounded somewhat dubious to me. 

After a few minutes more, devoted in great part to 
impressing us with learning our sales talk verbatim, he 
read the canvass aloud. Another man demonstrated the 
device as he talked, starting it up and stopping it, mov- 
ing it back and forth and doing everything at the proper 
time, like a mechanical doll. It made me feel like a 
fool. The lecturer was reading each sentence, address- 
ing himself to a “Mrs. Smith,” impersonated by the 
demonstrator, a brightly dressed, shirt-sleeved and jovial 
gentleman with a cigar in his face and a smile that 
folded his chin like an accordion. This demonstrator, 
as the mouthpiece of the mythical “Mrs. Smith,” kept 
interrupting to ask questions, which the lecturer an- 
swered out of his book. No matter what question “Mrs. 
Smith” asked, the answer was in the book. 

I recall that my first impression was decidedly deroga- 
tive. “A lotta hooey,” my seat mate called it, as he 
arose disgustedly and left the hall. But I stayed. And 
I’m glad I did. Although I didn’t feel any too comfort- 
able at the time. 

The demonstration finished, we were dismissed, with 
orders to report at the main office as soon as we thought 
we had the canvass learned. 

I found out later that each advertisement in the 
paper got the company one real salesman, out of all the 
large number that started in with the classes; and that 
the ad was run every day and paid for on a monthly 
basis. I came close to being one of those they didn’t 
get, too, because the more I thought over the matter 
and read the questions and answers, the approach and 
closing arguments, the more childish the whole thing 
sounded. But I finally got to realizing that the com- 
pany certainly was successful and it might be just pos- 
sible that they knew more about making money than I 
did. When I got that thought into my mind I was feel- 
ing better about the whole affair. The next Monday I 
reported at the office, letter perfect in my role of sales- 
man, in so far as the canvass was concerned. 

I had everything down perfect; could give my spiel, 
regardless of how the examiner interrupted me, knew 
the answers to all the questions and had the approach, 
demonstration and closing down pat. But I wasn’t ready 
to go out into the field. Far from it. All that week I 
had to sit around, demonstrating and re-demonstrating 
the device, studying and listening. 

The following week, after I had about become dis- 
couraged waiting around the office, I was sent out with 
old Mr. Bristol, a retired school teacher who was mak- 
ing more money in his declining years, selling the de- 
vice, than he had ever made before. They said he was 
high man in the territory. Which was encouraging. Be- 
cause Mr. Bristol looked the least like what I had sup- 
posed a salesman would look of anyone I had ever seen. 

We got into his brand new ear and started for his 
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territory in one of the suburban towns. Within a half 
hour after we reached the town—on our fourth call to be 
exact—we got a chance to demonstrate the machine. [ 
heard Mr. Bristol give his approach, heard him lead up 
to his sales talk and finally his closing argument, giving 
each exactly as they were printed in the selling manual. 
I began then to realize what the advertisement meant 
when it stated that men were wanted who would do as 
they were told to do. And when he made a sale my re- 
spect for the man or men who had compiled that pam- 
phlet began to assume larger proportions. 

It was startling to a novice like myself to hear how 
the stock answers fitted the various questions that the 
prospects asked. It was equally a revelation to hear 
practically the same questions, slightly varied as to 
wording, asked by every woman that we talked with. 

My first reaction to the whole affair had been shghtly 
derogative; I wondered if an intelligent, educated man 
like Mr. Bristol would use the sales canvass word for 
word, the approach and closing arguments exactly as 
they appeared in the book. Frankly, I expected that a 
part of it was the bunk and I was more than surprised 
to hear the old man, in the demonstrations that followed, 
continue to stick as closely to his text as would a poli- 
ticilan to a speech that had previously gotten over in a 
big way. 

When we stopped for lunch, after turning down a 
dear old lady who wanted us to be her guests, Mr. Bris- 
tol had two sales to his credit. We had made 10 calls 
and five actual demonstrations. Two of these were made 
without moving the car. A woman to whom we sold a 
machine sent us next door to her neighbor. That after- 
noon we made another sale. I say “we;” I did nothing 
more than carry in the demonstrator, unwrap it and 
carry it out again after the demonstration. 

“Where a man knows the business as well as you do 
I suppose you don’t always bother with the sales talk— 
I mean you sometimes give one of your own, don’t you?” 
I asked Mr. Bristol, as we were driving home late that 
afternoon. 

He shook his head emphatically, “I never do,” he said 
decisively. “Never. I’m content to let things alone. 
Why shouldn’t I be? You have seen the plan work out 
100 per cent right today; if you stay with us indefi- 
nitely, you’ll see it continue to work out right, day after 
day, week after week. If there were a way to make it 
more efficient, you can depend on it that this company, 
with its intelligently prepared selling campaign and 
years of experience would tell us about it. 

“T have led the sales force from this office since last 
May. Murryat, the branch manager whom you met yes- 
terday, formerly had the territory. He led the sales 
force for more than a year before he was promoted. In 
contrast to that we have never had a big producer who 
sold by his own method. There are a few reactionaries 
that hang on by the skin of their teeth and make a liv- 
ing. They use their own sales talk. They’re extra good 
salesmen and for that reason they manage to keep g0- 
ing. But if they’d just have the good sense to allow 
their egos to shrink a bit and adopt the cut and dried 
sales method, they’d be up among the leaders. 

“T’ll tell you why the thing works out as it does. It’s 
just another example of the law of averages. It took 
me a long time to find it out. We all know that a sales- 
man, regardless of what you may have heard to the con- 
trary, is human. He isn’t a machine. That means that 

(Turn to page 40, please) 
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503 Used 
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eAt an Advertising (ost 
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Columns. ‘Repossessions Less 
Than 1 Per (ent 


By H. H. James 


$1.84 each either would think you were 

taking a lot of liberty with the truth or you 
had got your second childhood and started again to tell 
fairy tales. But that is exactly what M. P. Corrigan, 
president of the Corrigan Motor Sales Co., Kansas City, 
did in 1927. And he sold 503 used cars at that, repre- 
senting a 100 per cent increase over the year previous. 

How did he do it? 

If you wanted to make the story short, you might 
answer that he spent approximately $925 for classified 
advertising in the year and sold 503 used cars. But 
that would be only the statistics, and not the story. 

Mr. Corrigan handles the repossessed cars of five 
finance companies. The cars he handles all are under 
the $700 mark. He operates his own repair shop where 
all cars, except the “total wrecks,” are overhauled. He 
also has his own body repair shop and paint plant. All 
cars that need it are repainted and bodies put in first- 
class condition before going on the sales floor. Every 
car is sold under a strict guarantee as to mechanical 
condition. All this is done in the way of building up 
public confidence in the cars offered. 

“When I started in business,” Mr. Corrigan said, “I 
started my advertising in the usual ‘broadside’ method, 
using a little bit of every kind but not enough of any to 
attract much attention. I tried that method for a couple 
of years with the advertising cost of each car sold 
going higher and higher. Our method of doing business 
was meeting with public approval—but it was costing 
too much per car to get the public interested enough 
to come to our store, or to give us the opportunity to 
get in contact with prospects in other ways. 

“Then I started concentrating. 

‘In Kansas City are two large newspaper organiza- 
tions, publishing morning, afternoon and Sunday 


OST motor car dealers if you told them used 
M cars could be sold at an advertising cost of 
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These easily written ads sold the cars 


papers. One claimed a coverage of 120 per cent or so— 
and with an advertising rate accordingly. The other 
organization claimed a 72 per cent coverage with an 
exceptionally low classified rate. I figured that the 72 
per cent coverage at less than one-half the rate charged 
by the organization claiming the 120 per cent coverage 
gave me about four times as much for my money, so I 
concentrated all my advertising with that group. 

“My policy was—and is—to have a classified ad in 
every edition of the morning, afternoon and Sunday 
papers of this one organization. By this method I 
figured I would build up a contact with every person 
who was reading the classified ads for a used car bar- 
gain. And no class of buyers read the classified ads more 
carefully than persons shopping for a used car. Often 
I would have a dozen or more ads in one day, the ads 
being worded to show exactly how much money it would 
take to ‘swing the deal.’ Also, I use my slogan, ‘Got 
Everything,’ in almost every ad. This with the idea 
that the prospective buyer could find anything he 
wanted at our store. 

“It was not long before the wisdom of our plan be- 
came apparent. More persons began to visit our store 
than ever before, and sales began to mount. 

“The average person wanting to buy a used motor 
car has a very definite idea of what he wants, what he 
will pay down and how much a month he can pay— 
where it is a deferred payment proposition. Cash 
buyers are even more fixed in their ideas before coming 
to the store. 

“It is not a matter of ‘demonstrating’ and sales talk. 
It is a matter of transportation and proving the me- 
chanical condition of the car. Here is where our rigid 
guarantee brings results. Last year less than 10 per 
cent of our customers asked for a demonstration other 
than that of ‘trying out the motor’ in the building.” 

Mr. Corrigan says his experience has convinced him 
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it is far better to handle used cars on a reasonably low 
down-payment and small monthly payments over a long 
period than to attempt to “get the last dollar possible” 
out of the customer and the largest monthly payment 
you can get. 

“If you try to get too large a down-payment out of 
a large number of used car prospects, especially the 
working class,” Mr. Corrigan said, “you soon will find 
you have been working against your own best interests. 
The customer often will take money that he should 
have used to pay some bills or put off buying some 
hecessity, to make the larger down payment. Then the 
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Above are the quarters of the Corrigan Motor Sales Co. in 
Kansas City, Mo. At left is M. P. Corrigan, president, who 
reveals a few of the things he has learned about selling used cars 


monthly payments come due along with the bills that 
were put off or the delayed purchase of the family 
necessity. The result is the customer drops behind with 
his monthly instalments—and you soon have the used 
car back on your hands.” 

Mr. Corrigan says that in selling the 503 cars last 
year he had less than 1 per cent repossessions. “I be- 
lieve this low figure is due to our low down-payment 
and long time policy,” he said. 

Mr. Corrigan also has kept his other sales costs at 
a low figure. He does not attempt to use a lot of sales- 
men to “beat the bushes” for prospects but depends 
almost entirely on the want ads to bring the prospects. 
Four salesmen are employed to complete the sales when 
the prospects call. These men are paid a straight salary 
with bonus. 

While Mr. Corrigan has been confining his business 
to the low-price field in the past, this spring he expects 
to take over the repossessed cars of several more finance 
companies and open another store to handle higher 
priced cars. He also is considering opening several 
branch stores in different cities in Missouri, Kansas 
and Oklahoma. 

“But no matter what kind of an expansion program 
I decide on,” Mr. Corrigan asserted, “I am going to 
concentrate on my advertising. It doesn’t pay to ‘scatter 
your shots’ if you expect to hit the bulls-eye.” 

Mr. Corrigan’s used car store is located outside the 
high rent section but on one of the main traffic arteries 
of the city. He uses large signs on his windows and 
building to attract the attention of those passing on 
the street. The signs are changed once each week under 
contract with a sign concern. 





















































true story of a man who 
takes the “prize” out of 
enterprize and puts it 
regularly in the bank, 
dates back five years ago, 
when a certain Simon 
Legree of an Ohio amusement park 
wasn’t a bit amused. The whips of this 
kindly Legree, however, were mechanical ones, 
and the reason he wasn’t amused was because 
few of the so-called slaves of toil were spending 
a dime for the wily and indirect privilege of 
putting their arms around the dangerous curves 
of their sweeties on the dangerous curves of the 
whip, to the accompaniment of gigglish ohs and 
ahs and the pleased grin of the man who, in 


ree ae, 


whip. | 
A long sentence that, but it is no longer than 

R. M. Gaventa’s, yclept S. Legree, face was that day. 
For Gaventa, gazing forlornly over the coping to the 
street, saw flivver after Cadillac and Packard after 
Buick, going to that country from which no man return- 
eth except to brag of his mileage and his speed; and in 
his heart of hearts he realized that the many dimes that 
were to have been his were bound up in monthly pay- 
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“A wise man keeps 
his eye on the bird 
in the bush even if he 
has one in his hand.” 


R. M. Gaventa and 
his In And Out 
Garage, Miami, Fla. 








collusion with a gasoline motor, cracked the oe < : 
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ments on the “new bus;” that, in brief, people were 
gradually deserting the amusement park, on holidays 
and Sundays especially, for the highways of the bill- 
boards and the low ways of the valley roads. Daily 
25,000 people used to visit the park, but that crowd had 
dwindled to a mere 10,000. His deduction was that 
most folks preferred to go ’round merrily in their ow? 
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ears rather than _ to 
merry-go-round in the 
parks. This thought 
was soon succeeded by 
another, to wit: Then 
why not leave this busi- 
ness and cash in on one 
relevant to the great 
and fast-growing auto- 
mobile industry ? 

To think was to act 
with this gentleman; 

he sold his whip 
devices and de- 
parted thenceforth for Miami, Florida 
—a city in which he decided to cast 
his lot, and buy two more. 

On these lots, in close proximity to 
the town’s busi- 
est section, he 
erected a large 












and commodius concrete garage, running through an 
entire block and, incidentally, his pocketbook. Like 
everybody’s, his was “The House That ‘Jack’ Built,” for 
it cost him money all right—$25,000. But a splendid 
building it was, attractive looking and finely equipped: 
There was 15,000 sq. ft. of storage space that could com- 
fortably accommodate 125 cars; a sun-lit and well-ven- 


And ‘Putting it in the. Bank is Where 
This Former -Amusement ‘Park (onces- 


stonaire Shines. Being Enterprizing, 


[t’s Not Surprising 


By Joseph Faus 


tilated section provided 
adequate room for me- 
chanical work; two 
large wash-racks and 
an enormous cistern, 
holding 10,000 gal. of 
rain-water (best for 
washing and radiator 
purposes), were also in- 
cluded; and gas, oil and 
air pumps were at both 
entrances. 

Gaventa named his 
the “In And Out Gar- 
age.” It was, and yet is, Miami’s largest, and he set 
about to make it Miami’s busiest—which brings us past 
the what, when, who and why and down to the how, or 
the most important, phase of this article. 

In answer to my request, genially the proprietor told 
me the following: 

“T was after tourist trade. That’s a magic phrase 
in this resort city—‘tourist trade!’ The competi- 
tion in all lines of endeavor is hot and keen but 
the rewards are rich, and are here every winter 
season for the having, provided one goes after 
them aggressively and lingers none on his going. 
In securing tourist trade that old adage, “The early 
bird gets the worm,’ may fittingly be applied. 

“Pursuant to this determination, while the work- 
ers were putting the finishing touches to my build- 
ing, I visited practically every hotel and apartment 
house within a radius of six blocks of the garage. 
Procuring their various rates and items of service, 
I made a list of them and had it printed on a leaf- 
let with the heading, “Tourist Hotel and Apartment 
House Information—Courtesy the In and Out Gar- 
age.’ Then I had several hundred nice-looking tin 
road signs made, with the garage name and loca- 
tion and the sentence, ‘Full and authentic informa- 
tion regarding Tourist Accommodations given free- 
ly. Ask for it.’ These signs I posted prominently 
along the Dixie Highway, north from Miami to 
Fort Pierce, a distance of 125 miles. 

“For our mutual benefit, when I saw the hotel 
and apartment house managers, we had agreed that 
we would advertise each other—they, when a guest 
inquired as to a storage space or repair work for 
their car, to recommend me; and I, when a newcomer 
asked about convenient accommodations, to suggest one 
of them. 

“Next, I went to the shipping offices of the several 
coastwise freight and passenger steamship companies 
that run twice, or thrice, weekly services from the cities 

(Turn to page 42, please) 
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San -Antonto Used (ar Managers 
Find a Way Out 


ANUARY of 1927 saw dealers’ inventories of used 
cars in San Antonio heavy. Used stocks were 
proving the proverbial white elephants, and San 
Antonio dealers had a whole herd of them. The 

problem had become so perplexing that dealers de- 
cided it must be solved. A call for cooperative organ- 
ization met a hearty response. The result was the 
Used Car Managers Association of San Antonio, an 
auxiliary to the San Antonio Automotive Trades Asso- 
ciation. 

Our managers association has now been function- 
ing long enough to venture an appraisal of its worth. 
While it would be claiming too much to say that 
it has proved an unfailing remedy for unhealthy 
used car conditions, yet it is not too much to assert 
that results brought about through its workings 
are most encouraging. 

Tangible results in our case are not difficult to 
run down, and it does not take a spy-glass to be 
able to see that the used car business in San 
Antonio is in a much healthier state than it has been 
for a long, long time. Since facts and figures, though 
dry reading, are often convincing, here are a few: 

Inspection of the ledger pages of one company re- 
veals the fact that in January of 1927 the dealer car- 
ried 150 used cars at a valuation of over $42,000. 
This same dealership had reduced its number of used 
cars to 35, valued at about $11,000, by Nov. 1. Dur- 
ing the same period of eight months, the manager 
of this used car department has been able to reduce 
his sales force from eight to four men, and yet during 
this time of eight months or a little less, he moved 635 
used cars as against 723 for the entire year of 1926. 
A canvass of the 25 dealers whose used car managers 
are associated in the Used Car Managers Association 
of San Antonio, reveals the pleasing fact that 50 per 
cent have benefited to the extent of the dealership cited. 
And the other 50 per cent report beneficial results. 

Credit for the following improved conditions can 
justly be given to the association: 

1. Dealers no longer bid against each other for used 
cars when taking them in on new ears. 

2. A schedule of uniform appraisals has _ been 
adopted and is religiously adhered to. 

3. The dealers have been sold on the idea that the 
used car managers must have the final word in mak- 
ing an appraisal. 

4. The market tone for used cars has constantly 
improved, and getting rid of the used commodity is 
not nearly so difficult now as it once was. 

The simplicity of the San Antonio Used Car Man- 
agers plan is the paramount reason for its success. 
To begin with, the weekly luncheons, which are at- 
tended by a weekly representation of 90 per cent of 















the 25 used car managers who make up the associa- 
tion, are a clearing house for ideas, and they serve as 
an excellent medium for the thrashing out of friendly 
differences. Then the joint meeting at the end of 
each month with the dealer organization keeps the 
owners conversant with all the workings of the aux- 
iliary. Any grievance, reported at the auxiliary meet- 
ings, that involves any person other than the used 
car manager of the dealership, is brought before the 
dealer body by the grievance committee, and settled. 

After the association got under way, the used car 
managers set themselves the task of working out a 
plan for uniform appraisals. Thus was evolved a sys- 
tem that is based upon a depreciation graph. This 
graph represents a new car as being worth 100 per 
cent of the new car selling price. For cars not over 
six months old, 75 per cent is allowed. Then the de- 
preciation line slides down gradually to 12 per cent 
for a car that is five years old. The chart is applied 
to the current new car delivered prices in our city, 
and the figure, resulting from using the percentages, 
is the amount that the used car is appraised for. 
From this amount are subtracted all reconditioning 
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costs, and next 20 per cent to 

offset overhead expenses and 

selling costs is deducted. After 

these deductions are made, the amount remaining is 
what the dealer will give on a used car. 

As an illustration, take a used car one year old 
that sells in San Antonio at $2,000 delivered. Upon 
referring to his chart, the appraiser finds that this car 
should sell for $1,240. But suppose that it takes $80 
for reconditioning the car. This amount is deducted, 
thus leaving $1,160. From this amount is subtracted 
20 per cent for overhead and selling charges, leaving 
$928, the amount that is allowed the owner on a trade- 
in. 

As we accepted this system of appraisal, it became 
necessary for us to know the current delivered price 
of every model on the market in San Antonio so that 
we could use the plan. And so we compiled a loose- 
leaf booklet, vest-pocket size, that is subject to con- 
stant revision. This booklet lists the delivered prices 
of all models and also gives for handy reference the 
name and telephone number of each used car man- 
ager, 

And the beauty of our system is that it really 
Works. A strong enough spirit of cooperation has 
been built up to cause the used car managers to 
work together for uniform appraisals. To a great 
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By 
Charles B. 


Hanavan 


(at left) 


President, Used Car Managers 
Association of San Antonio, 
Texas, and Used Car Manager 
of Wroten-Hundley Co., Dodge 
Distributor 


The depreciation graph 
represents a new car as 
being worth 100 per cent 
of the new car selling 
price. For cars not over 
six months old, 75 per 
cent is allowed, and then 
the depreciation line slides 
down gradually to 12 per 
cent for a car five years 
old 
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extent the “shopping around” evil has been cured. 
When a used car owner comes in and says he has an 
offer of so much more for his used buggy than our 
appraisal chart shows that it should be worth, we 
quietly step to the telephone and ascertain if the 
offer was really made. , 

There are times, of course, when a dealer may de- 
part from this schedule in taking in used cars. But. 
in such instances he usually tells the owner frankly 
that the figure offered is above that of strict appraisal, 
and he has the chart there to prove his statements. 
A case of this kind sometimes arises when new models - 
are about to be introduced. In order to close out old” 
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models, a dealer may give more for a used car than 
its appraisal value. In getting new models to selling, 
the same practice may be resorted to. But in each 
case, the appraisal is not increased to meet the situa- 
tion. Instead the dealer makes it plain that the new 
car is being sold at a discount rather than create in 
the mind of the user car owner a false impression of 
the value of his used commodity. 

So much for the buying end of our associated activ- 
ities. Better buying makes, of course, easier selling. 
But in the main each dealer is left-to dispose of his 
used units the best he can. We know, however, that 
through cooperative effort we have created a healthier 
market for used cars than ever prevailed here before. 
This has been brought about by inspiring greater 
public confidence in the used cars sold by members 
through cooperative advertising. 

Each Sunday, in one San Antonio newspaper, we 
carry one or more pages devoted exclusively to the 
used car advertising of new car dealers, members of 
our organization. The page carries a heading that 
lists the 25 members of our association and states that 
the advertisements are those of the Used Car Man- 
agers Association of San Antonio. The layouts of the 
individual ads are made up to jibe with the wishes of 
the dealers buying the space. Occasionally, we run a 
cooperative page that talks up our organization. All 
expenses of cooperative advertising are borne by the 
association. 

The San Antonio newspapers have very live and up- 
to-date Sunday automobile sections, and they have 
been generous in giving us space. This publicity is 
valuable, and has aided us very much. 

The messages that head our advertisements are 
changed from week to week, but all put over the mes- 
sage of honest values in used cars, fostered by the 
Used Car Managers Association of San Antonio. One 
of the first headings that we used was run under the 
caption of “Warranted Used Car Values at Right 
Prices,” and read as follows: 


CLOL® 





“The days of uncertainty in used car buying are 
a thing of the past. The buyer of today has learned 
that he may expect the same service per dollar from 
a ‘used car’ as that of a new car. The recognized 
dealers of the present era are aware of this attitude 
and are just as eager to place used car merchandising 
upon this basis as is the buyer. The advertisements 
upon these two pages are all of the New Car dealers 
who have GOOD USED CARS to sell you. These firms 
are members of the Used Car Managers Association of 
San Antonio, and, as such, have pledged themselves 
to the safe, sane and REASONABLE merchandising 
of Used Cars. You may select and buy from any of 
them with the assurance that YOU WILL BE SATIS- 
FIED WITH YOUR PURCHASE.” 

These weekly pages are valuable to us in that they 
place our prices upon candlesticks, thus keeping the 
“gyp” dealer in the background. They also protect the 
used car buyer as to prices asked for the different mod- 
els and types because such are correctly priced. The 
days of horse trading have passed. Our plan galls 
for merchandising of the used cars on the same basis 
as new cars. We advocate the car price being worked 
in plain figures, all cars being guaranteed for 30 days 
unless sold “as is.” 

Organizing is one thing; continuing the organiza- 
tion by adhering to the policies which prompted the 
organization is another thing. From time to time 
we have occasional backfires—mainly from the new 
car managers, who, in their enthusiasm for the movy- 
ing of new units may wish to raise appraisals. But, 
as has been intimated, these are worked out by our 
grievance committee at the monthly meetings of the 
auxiliary with the parent organization. Only re- 
cently, the dealers went on record anew as pledging 
themselves to live up strictly to the uniform system 
of appraisal that we have worked out. Of course, 
no system of this kind could be successfully worked 
without the cooperation of the dealers and owners. 
We are glad to say that we have that cooperation. 





Can You Do What You’re Told to Do? 
(Continued from page 32) 


he has his good days and his bad days. If he were at 
his highest point of productiveness every day, there’s 
no doubt in my mind that a so-called star salesman could 
sell more machines with his own sales talk than he 
could with the one that the company makes him learn. 
But being human he can’t make 12 calls daily, day after 
day, give his five or six demonstrations, and have each 
sales talk as good as his best might be. 

“That where this studied, cut and dried talk comes 
in. If it were physically possible for him to get 10 
audiences a day, his last sales talk would be as effective 
as his first because it wouldn’t vary in any detail. And 
the law of averages would work exactly as the company 
tells us it does and as you will find out that it does if 
you stay with us long enough to get a good start. 

“You will also find the law of averages working in 
your favor with regard to the company’s policy of mak- 
ing us turn in 12 bona-fide reports every day,” con- 


tinued the old man. “You may have noticed that noth- — 


ing is said as to how many demonstrations you are sup- 
posed to make. That is because the company has found 
out that there is no need for setting a definite demon- 


stration quota. If the 12 daily calls are made, the dem- 
onstrations are bound to average four to the day and 
the sales slightly better than one in every eight calls. 

“The reason so many fellows start off well and then 
fall down is because they think they know more than 
the company does. Using the sales talk, they go like 
wildfire for the first few days. Then they get chesty. 
They start using their own sales talk. They forget the 
psychological points that actually have sold machines 
and will continue to sell them. In a few weeks they’re 
disgusted and the next we hear of them, they’ve already 
had two or three more jobs and made good in none of 
them. 

“They simply can’t deflate their egos to the point 
where they can realize that somebody else may possibly 
know more than they do. They’re too bright. 

“T hope you’re going to follow instructions,” concluded 
the old man, as we drew up at the office. 

I have. To the letter. And the results have been 
more than satisfactory. That’s all there is to the story, 
except that next week I’m going to Chicago as assistant 
manager of the territory. 
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F lying Cloud 


NEW Long clutch embodying a torsional vibration 
A damping mechanism, rubber spring suspension 

and oiling system improvements feature the me- 
chanical changes in the 1929 Flying Cloud announced 
by the Reo Motor Car Co. 

Bodies are based in design on the previous models 
but have been improved through detailed attention to 
such parts as radiator shell, lamps, hardware and mold- 
ing treatment. Radiator shells are narrower and deeper 
than formerly, and are fitted with a flush type radiator 
ornament. On the sedan and victoria body models a 
triple molding system is used on the body panels. 

For easier steering the steering wheel has been en- 
larged in diameter with the grip made narrower. Wind 
guards are fitted to clutch and brake pedals to stop 
drafts. A new idea in oil gages is provided on the 
dash of the new models. This consists of an oil depth 
gage in addition to the regulation pressure gage. The 
depth gage is in the form of a button balancing the 
choke button on the instrument board. As long as the 











The front compartment of the new 
Flying Cloud. The diameter of the 
Steering wheel has been made larger 
and the grip narrower 
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The 1929 Reo Flying Cloud five-passenger sedan. 
Radiator shells on the new models are narrower 
and deeper, and fitted with flush-type ornament 









Front-end view of the 1929 
Flying Cloud brougham 


crankcase is full of oil the button cannot be pulled out. 
When it can be pulled out part way the level has dropped 
to a point where it is necessary to add more oil. When 
it pulls out all the way immediate attention is necessary. 

Further improvements in the oiling system include 
the increase in size of the oil pump and the provision 
of an oil filter located between the pump and the main 
bearing so that all oil normally passes through the filter. 

Among other minor changes is an increase in size of 
the torsional damper at the front end of the crankshaft. 
Springs are now mounted in rubber blocks which, with 
a reinforcement of the front end of the frame, is 
claimed to have eliminaed shimmy and tramping. 

Included in the standard equipment are dash water 
thermometer, dash gasoline gage, hydraulic shock ab- 
sorbers, bumpers front and rear, windshield wiper, 
rear view mirror, combination tail and stop light and 
coincidental ignition and transmission lock. 

Five body models are offered—a five-passenger, four- 
door sedan, two-door brougham, four-passenger victoria 
coupe, two-passenger rumble seat coupe, and rumble 
seat sport roadster. 

Tires are 30 x 6.20 balloons on 18 x 4 in. rims. Spark 
plugs are 18 mm. standard size. Gear ratio has been 
stepped down somewhat, optional ratios now being 4.42 
and 4.08 to 1, compared with 4.58 to 1 formerly. 
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TAKING THE «PRIZE” 





New York, Baltimore, Philadelphia, Charleston and 
Jacksonville, to Miami—the southern terminus. There 
judicious investment with likable men ‘on the ground’ 
assured me that they would make every effort to advise 
as many as possible of the disembarking passengers, 
who possessed cars, that the In And Out Garage was 
an excellent place in which to keep their machines, and 
so forth. This same arrangement I also made with a 
man at the railroad office. 

“Completing all that, I placed my advertising card in 
the automobile sections of the two daily newspapers, to 
run regularly and indefinitely; then I hired some com- 
petent mechanics, car washers and a bookkeeper—and 
opened my doors for business. That was four years 
ago,” he added, “and they haven’t been closed since.” 

This showed that the sheriff had been very lenient 
or the business extremely good, I ventured, and Gaventa 
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(Continued from page 37) _ 


ing -five months about 30 per cent. I have local custom- 
ers but my chief source of revenue is the tourist. Many 
of my winter patrons return, but at the same time [ 
still have good use for my hotel and freight office aids; 
and I always advertise in the papers. Even with 125 
cars on the floors I never relax, sit back and regard the 
universe as my bivalve—for oysters are slippery! A 
customer is here one month and gone the next. In 
times of plenty,” he philosophized, “it is best to prepare 
for panic; a wise man keeps his eye on the bird in the 
bush even if he has one in his hand. 

“T charge $25 a month for storage in the winter,” he 
returned in answer to my specific query, “and $18 a 
month other times—$2 for washing a car, $1 for polish- 
ing, and 50 cents for shining the silver and nickel-work. 
I have, in the busy season, three mechanics, two floor, 
or service men, two wash-rack men, and the usual book- 





smilingly explained it was the latter. keeper. All work is cash; a pawnbroker may live off 
“My polyglot ad- the flat of the land 

vertising bread cast but I can’t. Tourists 

on the waters came prefer to pay cash 

back as_ cake,” he anyway. 

said. “Car after car “My garage when 


rolled in, that first 
month of November; 
they increased in 
number in December, 
and by the last of 
January at 3 o’clock 
in the morning the 
night man could waltz 
around and count 125 
of them on the floors. 
Some of my custo- 
mers came as the re- 
sult of the discreet 
suggestions of the 
men at the _ docks, 


block long. 








The In And Out Garage, Miami’s largest, is one 


The enterprize of its owner, R. M. 
Gaventa, made it what it is today 


full representsa 
monetary valuation of 
nearly a half-million 
dollars, and so it is in- 
sured, and, of course, 
equipped throughout 
with modern fire-ex- 
tinguishing machines. 
I have an innovation, 
though, and that is 
that below the pan of 
every car I have 
placed a quantity of 
pure white sand, 
which not only ab- 
sorbs the oil drip- 








some from the tacit 
advice of the hotel 
clerks; but most, I think, were those who had personally 
driven down from the north and had seen my road signs 
along the highway or else my card in the newspapers. 
It was these last with whom my printed leaflets came 
in handy, and they not only appreciated the informa- 
tion therein but took advantage of it.” 

“These folks that park their cars here,” I remarked, 
“do they take advantage of your other services ?” 

“Oh, surely,” he rejoined. “Once a garage-owner who 
specializes in storage, as I do, secures some patrons he 
may rest assured that the other needs he will usually 
supply. At least every two weeks practically all the 
owners have their cars washed, polished and, sometimes, 
greased. The automobiles, incidentally I should men- 
tion, are the higher-priced ones—Cadillacs, Lincolns, 
Rolls-Royce, Pierce Arrows and so forth. We have 
standing orders with a few to keep their machines spick 
and span all the time. Also, when any need tire or 
engine repairs we are called on for the jobs; and of 
course we sell them nearly all the gas and oil they use. 
However, I don’t keep accessories or tires, although I 
do act as an agent for some dealers and thus earn a 
little extra in such manner.” 

“These various services mean how much money to 
you?” I asked. 

“Approximately $5,000 a month for the winter season, 
which is December, January, February and March; but 
in summer my trade dwindles 50 per cent, the remain- 


pings but will come 
in handy in case of an engine catching afire. 

“Most storage places, reluctantly I state, have as 
their slogan, ‘Pack ’em in!’ They value their space not 
only wisely but too well; cars are packed in like sardines 
ina tin. Scratched doors, scraped sides, soiled clothing, 
annoyed exclamations and lost customers are often the 
result of such a policy. A roomy space of 2 ft. I allow 
on the sides of every machine—adequate range in 
which to move around, open the door wide, and get in. 
That people appreciate this thoughtfulness I know, for 
they tell me so. 

“T demand one positive thing only from my employees, 
and that is that they always be polite to the trade. Lazi- 
ness and incompetency I can sometimes forgive, but 
never rudeness. The worker who snarls out, ‘That will 
be $8, mister!’ will retrograde, while the worker who 
smiles and says, ‘Ten dollars, please,’ will go forward. 
Not that I advocate charging for courtesy! But I do 
think that the public will actually pay for such affability 
by going to the garage that extends polite treatment 
and consideration, even if it may charge a little more 
than its rival that does as efficient work but whose staff 
is careless in words and attitude. A garage is known 
by the employees it keeps,’ he paraphrased, and then 
smilingly concluded, “‘we can’t all be Mona Lisas or Lord 
Chesterfields but we can, with profit, do our darndest to 
imitate them!” 
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Dodge Brothers Victory Six. This includes a 

type 6390-A generator, which is attached to the 

back of the timing chain case at the right side of the 
engine. This generator is mounted by means of a stand- 
ard S.A.E. mounting flange and studs and can be moved 
pivotally on the lower mounting stud to secure correct 
timing chain adjustment. It is driven at 1.166 times 
engine speed through a laminated type coupling. The 
direction of rotation is clockwise looking at the drive 
end. This generator has characteristic third-brush 
regulation. Brush pressure should be 12 and 16 oz. 
The standard output setting at 1400 r.p.m. is 14 amp. 
at 8 volts when the generator is hot. The generator 
begins to deliver current at about 600 r.p.m. and pro- 
duces its maximum output at 1400 r.p.m. Following 


NJ bea EAST electrical equipment is used on the 


are output values at 8 volts at various armature speeds: 


Amperes Amperes 
R.P.M. Cold Hot 
800 8. 6. 
1000 14.5 10.5 
1200 17.5 13.25 
1400 17.5 13.75 
1600 16.75 13.5 
1800 15.5 13. 
2000 14.5 12. 
2400 12. 10.5 


The third brush is adjustable by means of a pinion 
the shaft of which extends outside of the commutator 


end housing, making it unnecessary to remove the cover 
band to make adjustments. Turning the pinion in a 
clockwise direction increases the output, the output be- 
ing decreased when this pinion is turned counter-clock- | 
wise. Spring tension is used to hold the third-brush 
plate in position. 

The type 6404 starting motor is used and is mounted 
on the left side of the engine by means of a No. 1 S.A.E. 
mounting flange. The starting motor turns in a clock- 
wise direction, looking at the drive end and cranks the 
engine through an Eclipse Bendix drive. The starting 
motor is of the two-brush type and has four field coils. 
It is grounded internally at one of the brush holders. 
The spring tension at the brushes is about 3 lb. The 
starting motor needs no lubrication as the armature is 
carried on oil-less bearings. On test this starting motor 
delivers a stall torque of 16 ft. lb. at 550 amp. and 3.1 
volts. Running free it draws 120 amp. at 5.6 volts at 
1700 r.p.m. The following specifications should be use- 
ful in making starting motor tests: 


R.P.M. Amperes Volts Torque 
Stalled 500 3.1 16. 
800 425 4, 11.9 
600 320 4.5 8.25 
900 245 4.9 5.75 
1200 180 5.25 3.9 
1500 140 5.0 2.4 


(Turn to page 49, please) 
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HELP THE MECHANICS 





the jobber is given a better price on most items than if 
he bought them through other sources. Further than 
that, it is customary for the jobber to extend credit 
for a period of thirty days and sometimes more. This 
is the great advantage in helping the service men to 
keep their tool equipment in good condition. 

Most mechanics prefer to buy their tools when they 
need them and pay for them a little at a time. The 
plan of paying 25 per cent of the bill each week meets 
with the approval of most mechanics. As all automotive 
jobbers extend 30 or more days’ credit, employers 
and employees can buy to advantage. 

Many employers have been quick to appreciate that 
by ordering for their men, they assist them to get the 
discount and the advantage of 30 days’ credit, and that 
the mechanics’ instalments meet the bill in full before 
it comes due. 

In other words, so far as the employer is concerned, 
the mechanic actually pays in advance for the tools he 
ordered and from the mechanic’s angle, liberal terms 
have been extended. 

George W. Fleming, of the Fleming Machine Co., of 
Worcester, Mass., has developed an automotive mechan- 
ic’s tool order. This tool order is designed to assist the 
mechanic to buy tools to best advantage and, at the 
same time, to protect the employer in every way. On 
the face of this order there is a space provided for the 
total amount of the bill. Immediately following that 
there is another space in which the amount the mechanic 
wishes to pay each week is placed. This order also in- 
cludes a space in which mechanics’ payments are re- 
corded so that when the payments are completed, the 
entire record is carried on the one order. 

While these advantages to the employer are great, 
and many have seen the wisdom of helping their men 
to buy through reliable sources, there still are some who 
have overlooked the benefits. 

A recent investigation of some 200 service stations 
has disclosed the following fact. The average hand tool 
investment in service stations is $897.41 per establish- 
ment. The average annual expenditure for hand tools 
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(Continued from page 29) a 





in each of these service establishments is $237.83. 

Among the mechanics it was found that the approxi- 
mate value of the total tool equipment owned by the 
average mechanic was $76.28. In order to maintain this 
and to add to it, the average annual expenditure on the 
part of each mechanic is $33.77. 

Following are the tools usually bought by mechanics 
for personal use and the percentage of the mechanics’ 
kits in which there were found by the investigator: 
Open end wrenches, 95 per cent; socket wrenches, 85 
per cent; 5 in. pliers, 99 per cent; 7% in. pliers, 76 
per cent; screw drivers, 90 per cent; side cutters, 72 
per cent; adjustable end wrenches, 61 per cent; hand 
drill, 12 per cent; set of twist drills, 10 per cent; hack 
saw, 66 per cent; feeler gage, 78 per cent; screw pitch 
gage, 35 per cent; hammers, 97 per cent; soft face ham- 
mer, 21 per cent; valve lifter, 80 per cent; cotter key 
puller, 77 per cent; valve lapper, 47 per cent; ring com- 
pressor, 64 per cent; bearing scraper, 84 per cent; files, 
68 per cent; punches, chisels, etc., 87 per cent; pipe 
wrenches, 54 per cent; micrometers 17 per cent; ream- 
ers, 9 per cent; spark plug wrenches, 85 per cent; ¥% in. 
iron pipe tap, 14 per cent; 5/16 in. S.A.E. tap, 14 per 
cent; % in. S.A.E. tap, 10 per cent; 7/16 in. U.S.S. tap, 
12 per cent; tap wrench, 16 per cent; 6 in. steel scale, 
73 per cent; 12-in. combination square, 76 per cent; 
Ezy-Out, 34 per cent; snips, 60 per cent; putty knife, 
97 per cent; wire brush, 83 per cent; oil stone, 57 per 
cent. 

Mechanics generally appreciate the size of their tool 
inventory and the expense of maintaining it. Conse- 
quently, they are highly appreciative of cooperation 
from their employer that assures them better tools at 
a Saving. 

Employers are more and more recognizing that a 
well-balanced, profitable service station is impossible 
without mechanics who are properly equipped. 

And automotive jobbers, appreciating the large poten- 
tial business in small tools, have done everything to 
merit 100 per cent of the service station’s small tool 
business. 





Little Joe Throws a Selling Natural 
(Continued from page 27) 


idea, or take the car in at my own allowance price. 

“This method has enabled me to get clean repeat 
orders and has given me a good standing in our used 
car department. The boss won’t go broke on the used 
ears I bring in. 

“Besides, it brings our customers closer to us and 
inspires them with greater confidence in our house and 
our car. 

“The other way is to call on an owner, ask him to 
buy a new car, and then have him spring immediately 
the question of an allowance, before he is anxious to 
own the new car. You get him a trade-in price and 
he hits the ceiling, telling you what a fine automobile 
his present car is. To justify your figure, you prac- 
tically have to tell him that his car is only several 
degrees removed above a piece of junk. 

“It has always seemed to me inconsistent, to say the 
least, to speak so disparagingly of a product that was 
described to the owner at the time of its purchase with 


enthusiastic praise, particularly when that praise was 
warranted by the goodness built into the car at the 
factory. 

“That’s the reason I do it my way. I don’t know 
whether your readers will be interested or not. In fact, 
I don’t give a damn. It’s selling cars for me, and that’s 
what I’m interested in. That’s my story and I’m going 
to stick to it.” 





Florida Tire-Tube Iax Held Valid 


That the new law taxing the sale of automobile tires 
and tubes in the State of Florida as passed by the 
Florida State Legislature at its 1927 session is con- 
stitutional and valid, is the substance of a decision 
just handed down by the Florida Supreme Court in 
Tallahassee, reversing a decision of the circuit court 
of Hillsborough County, which has declared the measure 
unconstitutional. Unless an appeal is taken to the 
United States Supreme Court and this body reverses 
the Florida Supreme Court, which is very unlikely, 
dealers handling tires and tubes in Florida will now be 
required to pay this tax. 
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New Accessories for the Trade 


é 








Electric Lighter 


QUICK, sure light for cigar, 
A cigarette or pipe, is provided by 
the new Carbo-Liter. There are no 
moving wires, automatic switch or fila- 
ments in this lighter. The lighting is 
good for from six to 12 months of serv- 
ice and extra elements may be pur- 
chased at 10 cents each, or three for 
25 cents.. Carbo-Liter attaches on the 





dash by means of a pair of set screws. 
The portable lighting element fastens 
in a clamp. Contact is made with the 
electrical connection—resulting in a 
white-hot glow. The glowing element 
can be passed around the car conve- 
niently. This new lighter is manufac- 
tured under Garl Patent No. 1,410,176 
by the Rid-Ged Grip Co., makers of the 
Rid-Ged Grip steering wheel tires. This 
company is located at Akron, Ohio. 





Portable Extension Cord 
HE Belden Cordlite as shown ‘in 
the illustration is a new portable 

extension cord and iight offered by the 
Belden Manufacturing Co., 2300 S. 
Western Ave., Chicago, Ill. This Cord- 
lite consists of a 25-ft. all-rubber cord. 








On one end is attached a soft-rubber 
Plug which will not break under the 


hardest usage. On the other end a soft- 
rubber safety handle with socket guard 
and shade is attached. This soft rubber 
handle prevents shocks. The list price 
is $6.50. 





Bohnalite Pistons 
OHNALITE pistons, the light alloy 
pistons with the steel “Backbohn,” 
are manufactured exclusively by the 
Bohn Aluminum & Brass Corp., of De- 
troit, Michigan. This statement is made 
in correction of a recent item in MOTOR 
AGE, which erroneously credited another 
company with the manufacture of 
Bohnalite pistons. 
As is well known to the trade, the 











special alloy steel “Backbohns” of 
Bohna.ite pistons are cast in, to control 
expansion and to maintain satisfactory 
clearances under all engine operating 
conditions. 





Sport Rumble Seat 


HE Hampden Auto Top & Metal 

Company of Springfield, Mass., is 
making a sport rumble seat for coupe 
and roadster models of a number of 
prominent makes of cars. By the use 
of these rumble seats two additional 
passengers may be carried without 
crowding the driver or sacrificing stor- 
age space. The seats are made to blend 
with the design and finish of the car, 
and have deep cushions covered with 
leather for durability and comfort. The 
manufacturer states that these seats 


may be easily and quickly installed 
without special tools. The price is $25 





for the least expensive seat, but prices 
vary according to make and model. 

In addition to the rumble seat this 
firm is also offering a new rumble seat 
top, such as shown in illustration, which 





forms a complete cover for the rumble 
seat. The prices of these tops are $15 
for the lowest priced type. 





“Hot-Hed” Cigar Lighter 


N describing the “Hot-Hed” Cigar 

Lighter in the March Ist issue of 
Motor AGE a typographical error was 
made in the price. This cigar lighter, 
which is manufactured by the North 
East Electric Co. of Rochester, N. Y., 
sells for $2.50, but in the description the 
$.50 was omitted. 


Pull-A-Shade 
HE Pull-A-Shade operates the rear 
curtain from the driver’s seat and 
fits any closed car. It consists of a box, 
made of bakelite with walnut finish, 
which is fastened by two screws on the 
frame of the body above the windshield. 
A fine cord runs from this box over 














small pulleys on the inside of the body 
to the back of the car where it is at- 
tached to the curtain on the rear win- 
dow. This is manufactured by the Ren 


Mfg. Co., 
Mass. 


Main Street, Winchester, 
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Jewett Chain Tightener 


I would like to ask several questions in 
regard to the front chain drive on a 1925 
Jewett. In regard to the chain having an ec- 
centric spring for take-up, how tight should 
the spring be drawn up? Also, why are there 
six slots in the shaft fer one end of the spring 
and four in the outer ring of this take-up 
mechanism? What would make the spring 
break? The pawls and ratchet behind the 
eccentric bushing look all right, but when the 
chain breaks the timing skips. Should not the 
ratchet be able to hold that? Any informa- 
tion will be gladly received.—Wolf’s Garage, 
378 E. Delevan Ave., Buffalo, N. Y. 


HE spring in this take-up should 
be wound 1% to two complete turns. 
The six slots in the one member and 
four in the other are, of course, for 























convenience in getting an exact adjust- 
ment on the spring tension, but we 
cannot say just why that particular 
number is selected for each part. Wind- 
ing a spring too tight is probably the 
most likely cause of spring breakage, 
as well as premature chain wear. It is 
not the purpose of the pawl and ratchet 
to prevent the ignition from getting 
out of time when the chain breaks. 


W hat is Pennsylvania Oil? 


I have asked several salesmen the question 
‘‘What is Pennsylvania Oil’’ and not one of 
them has been able to give me a satisfactory 
answer. Most of them say that it is oil made 
from crude that comes from Pennsylvania. On 
inquiring further I was told that there is not 
enough oil produced in the State of Pennsyl- 


vania to supply the City of Pittsburgh alone. 
Looking in an oil magazine I found that the 
production of crude oil in six or seven other 
states was considerably higher than the pro- 
duction of the State of Pennsylvania. I under- 
stand that there are two kinds of crude, one 
asphalt and the other paraffin base and that 
parafin base crude comes from the Pennsyl- 
vania district. Why then does one manu- 
facturer who uses a paraffin base crude not 
call his oil Pennsylvania oilP—C. D. Kauff- 
man, Bellaire, Mich. 


yo question is interesting and due 
to the great importance of correct 
lubrication, is worthy of careful atten- 
tion. The subject of Pennsylvania oil 
is not always clearly understood by 
most people. Admittedly, the amount 
of crude obtained from the State of 
Pennsylvania is relatively small. How- 
ever, Pennsylvania oil is made from 
crudes taken from the Appalachian field 
and this field covers a lot of territory. 
It reaches from New York to Tennes- 
see. Between these extremes it in- 
cludes parts of Pennsylvania, Ohio, 
West Virginia and Kentucky. From 
this territory so-called Pennsylvania 
crude is obtained but it may vary de- 
cidedly in its characteristics. 

We are showing a map taken from T. 
A. Boyd’s book “Gasoline.” To quote Mr. 
Boyd—‘“Pennsylvania, where the first 
oil well was drilled in 1859, yielded 
nearly all of our petroleum for 25 years 
thereafter. But now less than 5 per 
cent of the oil produced in the United 
States is obtained there.” 

You will appreciate that as Pennsyl- 
vania is the first state to supply oil and 
that as the population of the United 
States was concentrated in the East, 
it was entirely logical to depend on the 
Pennsylvania fields for oil. 


There is no doubt that Pennsylvania 
crudes contain many desirable charac- 
teristics. On the other hand, one should 
not conclude that merely because an oil 
is a Pennsylvania oil that it is superior 
for all uses. Many oil refiners find 
that, in order to develop the most de- 
sirable lubricant for certain purposes, it 
is necessary to blend the crudes from 
different fields. While the selection of 
a crude is important, the refining is 
even more important. It is entirely 
possible to take perfectly good crude 
and utterly ruin it in the refining pro- 
cess, the same as it is possible to take 
perfectly good food and ruin it in the 
cooking. It is quite possible that the 
oil refiner you speak of as having a par- 
affin base oil does not choose to call it a 
Pennsylvania oil for that reason. He 
probably recognizes that there is more 
to a quality lubricant than merely first- 
class crude. 

It is obviously impossible here to pub- 
lish what has taken years of research 
on the part of lubricating engineers to 
learn. The production of high-grade 
lubricants is of great importance and 
we are fortunate to be able to depend 
on the oil industry for this. Practically 
speaking, it is most profitable to the 
service station and most satisfactory to 
the car owner to depend for lubricating 
oil upon an oil refiner of unquestioned 
integrity. Car manufacturers and oil 
refiners have reputations to maintain. 
In the selection of An oil we would rec- 
ommend following the charts of recom- 
mendation of the refiners of high-grade 
lubricants, rather than attempting to 
determine by analysis or specification 
characteristics of any particular batch 
of oil. 
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Knock May Come From 
Rear Axle 


We have a late '26 Model Chevrolet which 
has a slight knock. This is more noticeable 
with open throttle when the car is in second 
gear, but it can be heard any time when the 
clutch is in and the engine is pulling. When 


the clutch is disengaged the noise stops. We 
put in new type clutch collar. The clutch 
springs and lining seem to be good. The 


transmission has been taken down twice and 
the gears, bearings and bushings are good. 
We put in a new universal joint with no 
result, so we are at a loss. Please advise 
us as to what can be causing this knock.— 
Florida Subscriber. 


\ E greatly doubt if the knock is 

in the clutch or transmission. If 
the knock is a rather heavy thump oc- 
curring when the car is pulling hard, 
it is most likely an indication that a 
main bearing is loose. If it is a lighter 
tap occurring when the engine is pull- 
ing, it is most likely in a wrist pin. One 
way that you can entirely eliminate the 
transmission as a possible cause of the 
knock is to set your brakes and put the 
transmission in high. Then, by slip- 
ping the clutch so as to place a load on 
the engine, if you get the knock you 
may be sure that the trouble is not in 
the transmission or drive line. If by 
chance you do not get the knock it 
would indicate that the trouble is in 
the rear axle and we would suggest that 
you open up this part and inspect the 
pinion and ring gear, for a faulty tooth 
or bad pinion bearing would cause a 
knock which could be heard at the en- 
gine. Such knocks are often very de- 
ceptive. Due to the facility with which 
a rear axle knock can be transmitted 
to the transmission or engine, these 
latter parts are frequently blamed for 
noises emanating from the rear axle. 





Essex Engine Speed 


Please tell me the speed the latest Essex 
engine turns over at full speed.—Tim Ban- 
croft, 311 Franklin Street, Cedar Falls, Iowa. 


THE peak speed of the new Essex 
engine is 4000 r.p.m. 


Connecting Ford Carburetor 
to Transmission 


_ Will you please advise me whether there 
' any objection to taking the intake air 
for the carburetor through the crankcase 
from the breather back to the transmission 
‘over and thence to the carburetor on a 
Model T Ford, with or without an air cleaner 
at the breather. That is, I wish to draw the 
carburetor air from the transmission cover.— 
J. A. De Pew, 3114 Emmans Ave., Zion, Il. 


WE would not advise drawing air 
through the crankcase of the Ford 
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air intake. The absence of an air 
cleaner would result in the accumula- 
tion of a great amount of dust and dirt 
in the Ford crankcase which, in turn, 
would hardly consider it advisable to 
cylinder walls and bearings. In fact we 
would hardly consider it advisable to 
take all of the carburetor air through 
the crankcase for the reason that there 
is a great deal of oil vapor in the crank- 
case, and particularly so in the Ford. 
Consequently this might result in ex- 
cessive oil consumption as well as ex- 
cessive carbon deposits. For breaking 
in new engines, however, or for use in 
extremely heavy duty running, there 
would probably be a real advantage in 
having some of the oil vapor drawn 
into the combustion chamber, but we 
would not recommend taking all of the 
air in in that manner. 


The Eight-C ylinder 
Oakland 


Did the Oakland people ever build an 
eight-cylinder car? If so, in what year? 
—Dr. E. A. McGreu, The Halstead Hospital, 
Halstead, Kansas. 


[N 1916 and 17 the Oakland organiza- 
tion built the Model 50 which was 
an eight-cylinder car. 


Bad Axle Makes Transmis- 
sion Noises 


I have a Chevrolet truck in the shop that 
we are having a little trouble with. This truck 
sounds as though there were some stripped 
gears in the transmission, but I have had the 
transmission out and can find nothing wrong. 
The gears and bearings are in fine shape and 
also the differential has been checked and 
found in good shape. Could the clutch cause 
a noise like slipping gears? I have put in 
new clutch lining but found one clutch plate 
not true. I have not seen this before, but 
would this cause the noise? Any information 
you can give will be greatly appreciated.— 


T. Tweed, Finley, N. D. 


[* the noise showed up only in first 

or second gear we would be inclined 
to blame the transmission, but if the 
noise is always with you we suspect 
that there is a little foreign matter in 
the rear axle. Looseness of the uni- 
versal at the rear of the transmission 
might also be causing your trouble. We 
doubt very much if the clutch is at 
fault. 





Saxon Clutch 


Will you kindly inform us as to what make 
of clutch was used on the Saxon Duplex 
Four ?—Washburn-McLeese Motor Co., Orion, 
Ill. 


HE clutch used on the Saxon Du- 
plex Four was the Detlaff, which 
was made by the A. J. Detlaff Co., De- 


‘nless an air cleaner were fitted to the troit, Mich. 
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Why the Pinion Bearings 
Break 


I shall appreciate it if you will give me 
your advice as to the cause of excessive ball 
bearing breakage on the drive pinion shaft of 
a 1925, Model 93 Overland. Within 27 
months after this particular car was put in 
service, four sets of these bearings were in- 
stalled. There has been no indication of a 
lack of lubrication. The bearings were com- 
pletely wrecked in each case. What can be 
done to overcome this ?—Indiana Subscriber. 


E are showing an illustration of 

the rear axle of this car. You 
will notice the side play adjustment 
“A” for the ring gear. If this is so 
adjusted as to throw excessive side 
pressure on the pinion shaft, trouble 
with the pinion shaft bearings is sure 
to result. Another and more likely pos- 
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sibility is that the universal joint “B” 
does not flex as it should. The stiffness 
of this joint throws an abnormal strain 
on the pinion shaft bearings. These 
are about the only possible causes for 
the trouble that you have been having. 


Buick 1928 Timing 


Please tell me what the valve timing is on 
the 1928 Buick six?—Maurice Stroud, Win- 
chester, Ky. 


OX the Standard Six the inlet opens 
55/6 deg. before top dead center 
and the exhaust closes 45 1/6 deg. after 
top dead center. On the Master Six the 
inlet opens 25 5/6 deg. before top dead 
center and the exhaust closes 451/6 
deg. after top dead center. 
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1928 Chevrolet Pistons Un- 
suitable for ’26 Car 


We have a 1926 Series V Chevrolet coupe 
with cast-iron skeleton pistons. Is it practical 
to equip this car with invar strut pistons, as 
used in the 1928 model? Would the perform- 
ance be noticeably better ?—Milton M. Smith, 
Monroeville, N. Y. 


HE aluminum-alloy pistons- as 

used in the latest Chevrolet cars 
could not be used in the 1926 Chevrolet 
which you have. However, practically 
all of the makers of replacement pis- 
tons produce aluminum-alioy pistons 
that would be suitable for use in your 
car. There is no doubt that these would 
improve performance. 

Should you experience any diculty in 
locating a source of supply on these 
alloy pistons we can give you the 
names of several manufacturers. 








SHOP KINKS 
Meas that have proved useful 


E often find that 

some cases of rear 
main bearing oil leakage 
are very obstinate to cure. 
A method that is almost 
infallible is to connect an 
extension on the oil drain 
pipe or hole rear main 
bearing cap. This exten- 
sion should run very close 
to the intake of the oil 
pump. The result is that 
the suction to the pump 
is effectual in draining the 
rear main bearing, thus 
preventing leakage at this 
point.—Floyd Gelfius, care 
of Franklin Motor Sales, 
Franklin, Ind. 




















Readers of Moror AGE are invited 
to submit ideas that they have found 
useful in doing some particular service 
job in the shop in a better or quicker 
way. For each one published $2.00 
will be paid. Whenever possible the 
idea should be accompanied by a sketch 
or diagram from which a drawing can 
be made. 
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Pressure Has Its Ups and 


Downs 

We have a 1926 Overland Six which gives 
trouble with the oiling system. When the en- 
gine is started the gage will not show any 
pressure until speeded up. Then the pressure 
comes up to 30, stays a short time and then 
drops back. With the engine idling the pres- 
sure comes up and drops down, and sometimes 
it stays up to 30. Is there an adjustment 
on this particular oiling system to regulate 
the pressure? The bearings are all in good 
shape. The car has been driven only 9000 
miles. The oil pump was taken off and in- 
spected. The gears are in good shape and the 
pump will pump when turning by hand. We 
cannot find any leak in the suction line. If 
you can give us any information in regard to 
this matter it surely will be appreciated.— 
Ohio Subscriber. 


E are showing an illustration of 

the entire engine with the oiling 
system cut away. This may help you 
in checking up on your job. The pres- 
sure regulator is located at No. 10, 
which is in the front end of the crank- 
shaft. A partially clogged strainer 
could cause just the trouble that you 
are having. However, if you find that 
that does not overcome the difficulty, 
we would suggest that you take out the 
front main bearing and turn an oil 
groove % in. deep and the full width 
of the oil duct. This should be care- 
fully done on a lathe and so handled 
that the two ducts will be connected by 
this groove. This will act as an air 
dome in the oil line and assist in main- 
taining uniform pressure. 


Too Much Vibration 


I have a 1926 Oldsmobile coupe in which 
a strong vibration sets in at 22 miles an hour 
and over. The ignition, timing and bearings 
have been checked and found O. K. New rings 
have been installed and the clutch plate, which 
showed signs of wear, has been replaced. The 
vibration is still there at all speeds over 22 
miles per hour.—H. N. Pride, Ardsley, Pa. 





HERE are two possible causes for 
this trouble. One is that the com- 
pression is unequal and consequently 
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the power stroke is stronger in some 
cylinders than in others. This would 
naturally result in vibration. The see- 
ond and more likely cause of your 
trouble is due to unbalanced reciprocat- 
ing parts. If you have had new pistons 
put in lately or if this vibration has 
been in the car ever since it was new, 
we would suggest that you take out the 
connecting rods and pistons and weigh 
them up carefully. They should come 
within % oz. of all being alike, or if 
you weigh your piston and rod assem- 
bly together -they should all be alike 
within % oz. Another possibility is 
that your flywheel is loose, but that, as 
a rule, is accompanied by knocking. 





Preventing Corrosion on 
Battery Terminals 


As a subscriber of Motor Ace, would like 
to know what kinds of metals to use in making 
a non-corrosive battery terminal, one that is 
hard yet will not corrode.—Illinois Subscriber. 


O would we. All of the investiga- 

tion and research on the part of 
different manufacturers has failed to 
disclose such a metal or alloy. At least 
it has failed to disclose one that resists 
corrosion but at the same time has 
sufficient mechanical strength to stand 
up on the job. 

You are probably familiar with the 
following method of preventing termi 
nals from corroding. This consists of 
thoroughly cleaning the terminal in 4 
solution of hot sal soda water or diluted 
ammonia. After the terminal is thor- 
oughly cleaned and is free from acid 
and corrosion, it should be rinsed in hot 
water and dried. A coating of hot bees- 
wax or of vaseline in then quite effec- 
tual in protecting the terminal from 
further corrosion. 

Another coating that is equally effec- 
tual in preventing corrosion, but 


which is rather mussy to apply is pitch. 


This was mentioned in the Shop Kinks 
column several weeks ago. 
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Legal Queries on Automotive Topics ; 





Wants Contract Form for 
Repair Work 


I would like some information in regard to 
a form of contract suitable to use where credit 
is extended in the sale of accessories, parts 
and labor. We have been extending credit on 
repair jobs where the credit rating of the cus- 
tomer justified us in doing so, but have decided 
that in the majority of cases a lien or mort- 
gage should be procured. We want to get a 
form printed in which the owner signs that he 
has inspected the job and certifies that it is 
satisfactory, etc. 

If you can furnish me with a sample of such 
a contract, or tell me where same can be pro- 
cured, I will appreciate it very much.—W. G. 
Grant, Hartington, Neb. 


E regret that we have no form 
of contract covering the points 
you need. 

Such a form to be of the greatest 
benefit to you should be drawn up in 
accordance with Nebraska laws. Ex- 
emption laws, as well as power to re- 
possess and sell, should be considered if 
you want a complete protection. 

A Garage Keepers’ Association in 
your state might have such a form as 
you require. 

The Illinois Garage Keepers’ Associa- 
tion, Peoria, Ill., has various forms of 
contracts to protect its members. These 
are prepared according to Illinois laws. 
But the proper one could be used as a 
model. 





His Banker’s Opinion Costs 
Him a Franchise 


Some time ago I was notified that another 
garage in this city had obtained the franchise 
for the car I represented, although I had spring 
deliveries to fill, and had not been notified 
uatil late in the year. I immediately made pro- 


Answers by Wellington Gustin 


test to the factory, and with their help had the 
contract replaced in my possession—or at least 
I thought I did. 

My new distributor required a deposit of 
$100 before he would accept my application. 
Then he requested that I give him an order 
for a carload of cars, which I reluctantly did, 
although I noticed in the contract which I 
signed and returned to him for verification by 
himself and branch and factory officials, that 
nothing of the sort was being required, other 
than what I had been doing in the past—or- 
dering cars when I needed them. 

When the carload arrived, my banker sensed 
something underhanded, and advised me not 
to accept the cars until my copy of the con- 
tract for that year had been returned to me, 
as it had been returned to the distributor, 
surely by that time. So I refused to take the 
cars until he should return my copy of the 
contract, which he would not do, and unloaded 
them himself, and left a couple on hand with 
another former dealer for display. 

I made demand then for my deposit, which 
he refused to do, and surrendered a statement 
to me of how he had used the $100 in extra 
freight, trouble and delay in placing a dealer 
here, together with charges showing work done 
on cars for former purchasers of mine, so far 
that year. 

Now here’s what I contend: that the deposit 
was given in lieu of the contract being re- 
turned and awarded me. I understood and 
agreed with my banker that it would be very 
easy for them to allow me to unload the cars, 
and then give the contract over to someone 
else, leaving me with nothing to show why I 
had taken delivery of the cars, and I believe 
he was right. Also in charging me for repair 
work on cars during a time when I was not the 
local representative, was not right, was it P— 
North Dakota Subscriber. 


F your contract with the distributor 

of automobiles, or other product re- 
quires approval by another then the 
contract may be rejected. But if you 
had the absolute statement of the dis- 
tributor that your application would 
be accepted upon receipt of your $100, 


then when you sent the required deposit 
the contract was binding on both. Your 
rights and obligations depended on the 
terms of the contract. Refusal to send 
you a copy did not void or breach the 
contract unless so expressed therein. 
You should have kept copy of the con- 
tract when you signed it. Requiring 
you to order a carload of automobiles 
may have been made in order to grant 
you the franchise—or accept your ap- 
plication for agency. 

Doubtless this demand for copy of 
contract while delaying acceptance of 
the carload caused bad feelings. You 
were entitled to copy of contract but 
were not justified perhaps in refusal 
of your order for automobiles. You 
do not have to have a copy of contract 
to sue on same; you can force the other 
party to bring the contract into court 
or else be concluded by what you think 
is the contract. 

If you can show the distributor never 
accepted your contract or that he 
breached it, then you can recover your 
deposit. Otherwise, you would be liable 
for the carload of automobiles ordered. 
Since the distributor preferred to re- 
cover the automobiles and hold you for 
breach of contract he is permitted to 
show his actual damages. This is why 
he shows you statement of his damages. 
He may be too high in the amount of 
these damages. The item of repairs to 
cars previously sold would depend on 
the contract. If you agree to service 
free then you might be held liable for 
service on cars sold. 

Your banker was wrong in his 
opinions here. 





Electrical System of Dodge Victory Six 


The ignition provides 20 deg. of manual and 20 deg. 
of automatic spark advance, giving a total of 40 deg. 
when measured on the engine flywheel. The automatic 
advance starts to operate at 400 r.p.m. and reaches its 
maximum at about 2200 r.p.m. of engine speed. The 
firing order of the engine is 1-5-3-6-2-4. The breaker 
points should be adjusted until they separate .020 in. 

The ignition is timed with the spark advanced and 
No. 1 piston at the firing point. A small hole below the 
starting motor on the left side of the engine makes it 
possible to see when the firing point is reached. The 
engine should be turned so that No.1 piston is on com- 
pression stroke and the flywheel marking “IGN” is in 
line with the indicator in this hole. When No. 1 piston 


(Continued from page 43) 


has been properly located at firing point, back off the 
clamping screws in the manual advance arm beneath 
breaker-box and turn the breaker-box in a clockwise 
direction until the distributor rotor is in position to 
make contact with the lead from No. 1 spark plug in the 
distributor cap and the breaker contacts are just sepa- 
rating. Then tighten the clamp screw and check the 
setting by rocking the distributor rotor back and forth. 
If the setting is correct the contact will open and close 
as the distributor rotor is rocked. 

A more accurate means of checking consists of turn- 
ing on the ignition switch and watching the ammeter. 
The ammeter needle will swing from “O” to “Dis- 
charge” as the contacts open and close. 











































Best Medium for Telling the 
Fortune of the Present 
EW FLORENCE, PA.—It is some 
} job to try to keep up with the 
modern automobile and Motor AGE is 
the best medium I ean find to do 


this.—J. W. Faloon. 





Repetition Makes Reputation 
Say It Again 
EWLETT, L. I, N. Y.—MorTor 
AGE is more interesting since be- 
ing transferred from Chicago.—Erwin 
Grunge. 





A Sunkist Compliment from 
California 
AN PEDRO, CALIF.—The Motor 
AGE is a great help in our work.— 
H. Osborne. 


Motor Age for $3, He Says, is 
Something for Nothing 
PHRAIM, UTAH—In your Jan. 9 
issue you certainly had an article 
that is worth many a dollar to any man 
who is driving a car. The article was 
“Breaking Tires in for High Mileage.” 
I have been, and am stil, selling good 
standard tires and tubes, which are 
Firestone and Goodyear, and I have 
read and studied a lot about them. 








But this is something new to me, and 
is sure good, plain sense. And when 
it comes to getting something for noth- 
ing, I sometimes think that anybody 
that pays $3 for Motor AGE for one 
year is sure getting something for 
nothing. Hoping for you all the suc- 
cess there is for 1928.—College City 
Service Station. 











ETTERS to the editor from 
those whose “attention has 
been called”; from those who point 
with pride and those who view with 
alarm, from those who are easy to 
please and those who are hard to 
please; from those who are happy 
when they find a good thing and 
those who are happier when. they 
find something they consider not so 
good; from those who boost and 
those who knock; from those who 
see the doughnut and those who see 
the hole; in other words, Dear Sub- 
scriber, from you and you and you— 
as well as from the man who bor- 
rows your copy of Motor AGE or 
reads it over your shoulder. 











The Wonder of the Age is 
Motor Age 
UTHVEN, IOWA —I think that 
your magazine is a wonder. I 
simply could not get along without it. 
-—B. Archer. 


Hear! Hear! 
ETROIT, MICH.—If everybody in 
the automotive business wou'd 
read your paper, there would be bet- 
ter business men, much better com- 
petition, and more profitable business 
to all of us—John H. Mohnen. 





Some Baby! 
OLUMBUS, OHIO— Motor AGE 
C sure is some reading, and getting 
better all the time.—J. S. Walters. 





Others Say It's Unique 
AWSON, IOW A—I am a mechanic 
and feel the need of a good maga- 
zine the type of Motor AGE.—E. H. 
Friedrickson. 





The Beginning of a Beautiful 
Friendship 
OVER, TENN.—Please send us a 
subscription blank as we are 
anxious for Motor AGE.—Dover Motor 
Co. 


Motor Age 
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We Earn Our Salt With Peppery 
Stuff 
NDIANAPOLIS, IND.—I am a me- 
chanic and your magazine contains 
articles that would well be worth the 


subscription price. I also like the 
Motor AGE because it is a weekly.— 
Vireil L. Jones. 


He Can’t Live Without His 
Motor Age 
HICAGO, ILL.—I failed to receive 
my copy of Motor AGE. Will you 
please see that I get this copy as I 
cannot be without Motor AGE.—R. A. 
Yoost. 


The “Head Man” of This Parade 
T. ANTHONY, IDAHO—I think 
Motor AGE is the leading maga- 

zine of the automotive industry.—W. 

Kk. Martineau. 


We Get He—Ill, But They Like 
Us Anyway 
LANKET, TEX.—Don’t you think 
it would be much more convenient 
if you would print specification pages on 
54 and 55 instead of putting them on 
54 and 56 with an advertisement inter- 
larded between them on 55. which 
makes it more inconvenient to reader 

















when comparing specifications of cars’? 
Otherwise we like your Motor AGE bet- 
ter than any other motor publication.— 
BE. & F. Garage. 





With But Not Without 


OSWELL, N. M.—I would not be 
W. L. 





without the Motor AGE. 
Rogers. 
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Prices, Weights and Equipment of Current Passenger Car Models 
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| Passengers “— fs Passengers => es Passengers , fs 
an felt 6.2) Standard an a ©) 5) S.2) Standard and or S x 2) Standard 
Model os 2 => Equipment Model Se 3 ae Equipment Model os 3 <> Equipment 
CADILLAC “341” “> | DURANT 
‘‘Fisher” 2-4p. Sp. Rdstr...| 1595) 2/3005),eghmnrwx “S56” 
2-4p. Roadster. . _|$3350 veghImnprx || 4p. Coupe...... 1595} 2/3160) ,ghmnrux os cence: $795). .}.... 
- ag ee —_ veghilmnprx a So Kigees bee p> a vo se - —. OS jm 
° p. Sp. Phaeton. 9 p. Roy. an % 3} .ghmaortx p. Brougham... . 
No chan ges in 5p. Town Sedan. | 1695] 4|3270|.ghjmnrux 
7p. ee iene a Sag Sag ae mag Le. poten ae ‘ Pal _ 
° * 2-4p. Coupe... ... 326 p. Crown Sedan. aghmnrtx p. Touring...... 
Prices or Specifi- 2-4p. Conv. Coupe} 3495 .. Town Cab... .| 3595). .|.... 2-4p. Sp. Rdster..| 1025 
Sp. ne ren aaa ' - > — Cab. = 
° Ap. Sedan........ 59! mp. ‘*80” p. Coupe...... 
cations have been 5p. Town Sedan. .| 3395 veghilmnprux|| 2-4p. Roadster. ..| 2795) 3)... .|aeghimnrwx || 5p. Sedan........ 975 
> sang a scan oe > — a aa , 4185 tone ss = —,. ia aes beet 
p. Imp. an. 74 p. Sedan...... aegh'mnrx p. Brougham.... 
announced by the 7p. Imp. Sedan. | 3895 5p. Town Sedan. 2995| 414140 aeghlmorx 
5p. net a i ie ieghimnprtx |} 7p. .| 3495) 4/4285) aeghImaors ‘ Pa _ 
p. Imperial Cab. p. Sedan........ 
Car Manufactur- Sp. Brougham....| 1550 
“Fleetwood” 
° 5p. Sedan... .... 4095 CUNNINGHAM 
ers during the  ||l 5p. Sedancab:: || 4095 oye" | 
SS eee 4195 7p. Touring...... $6650} 4/4600] CeghjkIimnp 
7p. Sedan Cab... | 4195 r8X 
past week. 5p. Imperial. .... 4245 4p. Sp. Touring. | 6150| 4/4500 Ceghjklmap ELCAR 
5p. Lmperial Cab | 4245 “6-70” 
7p. Imperial . 4445 4p. Coupe....... 7600} 2|4700 Ceghixlmap 4p. Roadster... . ./$1295 
7p. ae Cab | 4445 5-7p. Touring....} 1295).. 
. .TownCabCon | 5000 6p. Limousine... .| 8100] 4/5000 Ceenikimnp 4p. Brougham... .| 1295 
...TownCabCon.| 5500 5p. Sedan........ 1295 
...LimBro’mCon} 5500 
“8.78” Std 
DAVIS “99” 2-4p. Roadster 1395 
49 Polo Rdster. .|$1885] 2/3095|,eghmnr 5p. Touring...... 1395}. . 
CHANDLER 5p. Touring...... 1885} 4/3125/aeghimars 2-4p. Coupe...... 1395 
“Big Six” 4p Coupe....... 1885} 2/3145)aeghmor 5p. Sedan........ 1395 
7p. Touring...... ie 5p. Emp. Sedan. .| 1885) 4/3275|aeghmnort 
p be 5p. Met. Sedan...| 152 **8.78 Royal” 
assengers Pe le 4p Coupe....... 1725 4p. Roadster.....| 1495 
an -©)©/ 8.0) Standard ; - : 
Model O-2/ $25 Eoui 3p. Ctrv Club...} 1725 5p. Touring...... 1495 
. ee lialns| “wpment || 7p. Sedan. ..| 1925 DIANA “St. 8” 4p. Coupe....... 1495}. 
5p. Royal Sedan..} 1725 5p. Phaeton...... $1695) 4/3100)agmn 5p. Sedan........ 1495} . 
3-5p Cabriolet... .| 1825 5p. Roy. Roadster} 1795) 2/2995|jagmnw 
5p. P.B. Rdstr...| 1895) 2/2995) Bemnw **8-82” 
“Spec. 6” 5p. Cab. Rdstr...| 1995) 2/3160jaghmn 5-7p. Touring... .} 1695 
5p. Touring...... 995 5p. Collap. Rdstr.| 2195) 2/3160|/aghmnr 2-4p. Roadster. ..} 1695 
Sp. Sedan........ 995 5p. 4d. Sedan. ...} 2095) 4/3275|aghmnot 4p. Coupe....... 1695 
= . - 5p. 2d. Sedan....| 1795} 2/3170jaghimno 5p. Prin. Sedan...| 1895 
“ pec. In. ” 
2-4p. Roadster. . ./$1195 5p Touring ..... 1085 “8.91” 
ae sep ee 3-5p Roadster. ..| 1155 2-4p. Roadster...) 1995 
. Cabriolet. .... Las 5p. Sp Touring. .j 1165 DODGE BROS. 4p. Coupe....... 2295 
bp. Sp. Sedan. ...] 1295 3-5p. Cabriolet. ..} 1215 “124” 5p. Prin. Bro’m...} 2295 
5p. Sedan Latanenaed 1395 3p. Coupe..... | 1055 5p. Touring...... $795} 4/2581/Ar 
‘88 5p. Sedan ..| 1085 2p. Roadster... .. 795] 2)2454/Ar 5p. Prin. Sedan.. .| 2295 
4p. Roadster...] 1495 5p. DeL. “hiss. 1155 2p. Sp. Roadster..| 845} 2/2530] Der 
. Speedster. 1695 3-5p. Coupe...... 1155 5p. Sp. Touring. .| 845) 4/2679] Der **120” 
> a ee Sp. Touring.. 880) ..].... 5-7p. Touring... .| 2465 
a Pas & ee “Roy. St. 8” 2-4p. Sp. Roadster} 945}..|.... 5p. Std. Sedan...| 2465 
5p. Phaeton Sed..} 1895 7p. ——_ see 1995 7p. Std. Sedan. . .| 2565 
Sp. Sp. Sedan. .. 4p. Coupe....... 1995 “*128” 
bp. Sedan........ 1695 4p. Ctry. Club: ..1 1995 5p. Sedan........ 875| 4/2600] Aehr 
“115” 5p. Sedan....... 1995 5p. DeL. Sedan...| 950] 4/2609] Aehrt 
ae Roadster...] 1995 7p. Sedan ida atiaual 2195 2p. Coupe....... 855] 2/2428] Aehr 
Speedster.....] 2195 3-5p. Cabriolet.. | 2095 4p. Cab. Rdstr 955| 2/2463] Behr ERSKINE SIX 
5p. Touring......|..... * oe 5p DeL. Sedan. | 2195 “Victory 6 “Si” 
7p. Touring. ....]..... 2p. Coupe....... 1045) 2). ..Jaghnr 4p Spt. Rdstr....} $965 
2-4p. Cabriolet....J.... |..].... 2-4p. Coupe...... 1095) 2)... .Jaghnr 5p. Club Sedan...| 795 
dp. Phaeton Sed..] 2395]. .].... 5p. Sedan........ 1095} 4)... .Jaghnr 5p. Sedan........] 885 
p Sp. Sedan 2095 CHEVROLET 4p. Brougham....| 1095] 2]... .|Bghjor 2p. Bus. Coupe...| 895 
5p. Sedan........ 2195 2p. Roadster. .... $495 4p. DeL. Bro’m. . 1170} 2)....|/Beghjort 4p. Spt. Coupe...| 965 
Tp. Sedam........1..00. 5p. Touring...... 495 5p. DeL. Sedan...| 1170) 4)... .jaeghnrt 5p. Sedan, Royal. 965 
Cc cewes 585 
2p. Coupe....... 595 **Senior” 
5p. Sedan........ 675 4p. Cab. Rdstr 1595} 2/3353) Reghmorx 
2-4p. Cabriolet...| 665 5p. Sedan........ 1495} .|....Jaeghr 
5p. Imp. Land...| 715 5p. Sedan........ = 4)3412|neghmnrx 
BUICK 4p. Coupe....... 1570) 2/3315|aeghmortx |} ESSEX 
115 **Super Six” 
ip. DeL. Rastr. .]$1195 2-4p. Coupe...... $775) 
5p. Touring DeL..| 1225 CHRYSLER “52” dp. Coach....... 735 
2. Coupe...... 1195 5p Touring......| $6%5 du PONT “‘E” 5p. Sedan........ 795 
D 2d. Sedan 1195 2-49. Roadster...| 670 4p. Roadster...../$2800} |3700)afghkmnprx 
p. 4d. Sedan. ...] 1295 2p. Club Coupe. .| 670 5p. Touring...... 2800) 4/3850] .fghikmnprx 
4 Ctry. Club. ..] 1275 5p. Sedan........ 670 4p. Coupe. ...... 3200}. |3850}.fghkmnprtx 
p. Town Bro’m..| 1375 5p. Sedan........ 720 4p. Conv’t Coupe.} 3400} 2)2800).fghkmnprtx 
‘ 120” 2-4. DeL. gy 720 5p. Sedan........ 3400}. .}4100].fghkmnprtx 
tp. Coupe. ...... 1465 5p. DeL. Sedan...| 790 5p. Con. Sedan...| 3750] 4/4100) Bfghikmnprt || FALCON- 
dp. 4d. Sedan... .] 1495 x KNIGHT 
dp. Town Bro’m | 1575 “62” ‘<p “612” 
7 128” 5p. Touring...... 1095 Phaeton. ..... $3950]. .].... 4p. Roadster.....}.....].. 
Pp. Sp. Rdster..] 1495 2-4p. Roadster... | 1075 . Sp. ee: 4500). |.... _ a Spe & 
4 Sp. Touring. .| 1525 2p. Bus Coupe...| 1065] 2)27°80|aghnr =—S {| .. Sedan........ 4050). . 4p. G.G. Raster. ae 
4 Coupe....... 1850 5p. Sedan....... 1095 5p. 1 anne 4265}... 2-4p. Coupe...... 1145 
h4 aig Club...] 1765 5p. Sedan........ 1175 7p. Sedan........ 4265 5p. Sedan........ 1095 
2p. Bro. Sedan...| 1925 2-4p. Coupe...... 1145 7p. Lineution... 4475] .|.... 5p. Sedan........ 1195 
'D. Sedan........ 1995 5p. Land. Sedan..| 1235 ..Conv't Sedan | 4775]..].... 5p. Landau .....}..... 
KEY TO SYMBOLS: 
A—Wood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. e—Vanity set. 
= ood wheels. d—Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter. w—W — wings 
on Wi ire wheels with spare. e—Front and rear bumpers. k—Spare tire. r—Rear traffic signal. x—Cloc 
C Wire wheels. f—Front bumper. 1—Spare tire lock. s—Spotlight. Overall length. 
—Optional wheels with s ~ os g—Shock absorbers or snubbers. m—Engine heat indicator. t—Vanity and smoking set. §—Prices on application. 
t—Type of wheels optio h—Automatic windshield wiper.. n—Dash gasoline gage. u—Smoking set. 
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46 
FORD “A” 1UPMOBILE | LA SALLE McFARLAN dp. F 
2-4p. Roadster. . . 2}....)Bghnr “Century 6” 125” W.B. “Str 8” Bp. T 
5p. Phaeton... ... 4)....1/Bghnr p Phaeton..... |$1425] .|2900) .ghr -4p. Roadster. . |$2485) 2/3755) eghlmnprx 131” W. B. 2-4p 
' Bp. Coupe....... 2}..../Bghnr tp. Sportster... 1435} 2]... .Jaghr ip. Phaeton..... | 2485) 4/3570) eghimnprx || "p. Roadster...../$5050} 2 a afghlmnprx 2p. B 
5p. Tudor Sedan.. 2}....)Bghnr “p. Phaeton.. 1455] 4/2940) aghr ip. Sp. Phaeton. .| 2975) 4/4170) seghjkmnp p. Touring...... 2650) 4/3400) \fghimnprx 5p. S 
2-4p. Spt. Coupe . 2}....)/Bghnr ip. Sedan 2d.....| 1345] 2/2975] wghr rsx p Touring...... 2750) 4 3450) ifghlmnprx 4p. C 
5p. Fordor Sedan 4)....|/Bghor 'p Coupe...... 1385} 2/2965|aghr ’p. Bus. Coupe.. | 2350). ./3930) eghimnortx |/ip. Sp. Phaeton. .| 3180) 4/3200) ifghlmnoprx 4p. V 
p. Sedan........ 1395| 4/3040) .ghr ip. Family Sedan.| 2350). .|4090] eghlmnprtx || sp. Town Coupe..| 3180] 2/3650) ifghlmnprx 5p. S 
> Cabriolzt. . 1475]. .|....jaghr }-4p. Coupe.. 2450] 2/3965] .eghlmnorx |}>p. Sedan........ 3180) 4/3650) afghlmnprx bp. C 
-4p. Conv. Cpe. 2550} 2)3890).eghlmnprx |] ip. Brougham... .| 3180) 4/3650] .fghlmnprx 
“Century 125-8 ip. Victoria...... 2550} 2/3985) :eghimnprvx |/7p. Town Car... | 4600) 4/3750} .fghimnprx 7 
vp. Touring...... 1795} 4/3300) eghnrx ip. Town Sedan. .} 2495) 4/4065) :eghlmnorx 136” W.B. 13 
FRANKLIN ip. Touring...... 1895} 4/3360) beghorvx bp. Sedan........ 2495] 4/4090] :eghimnprtx ||7p. Sedan........ 3630} 4/4900) afghimnprx dp. R 
“Series 12” 2-4p. Roadster... | 1895] 2/3355) ceghnrvx tp. Coupe....... 3000) 2)... .{-eghlmnprtx ||7p. Sub. Sedan. ..| 3780] 4/4000)afghIlmnprx bp. T 
119” W.B. 5p. Brougham....| 2095) 2)3515)j ip. Sedan........ 3200) 4]... .]xeghlmnprtx bp. Si 
8p. Coupe...... . .}3390jan 2-4p. Coupe...... 2195) 2|3465|dghrx ip. Town Cab....} 4500) 4]... “TV6” bp. Si 
4-5p. Victoria... .|3470)an dp. Sedan........ 2195) 4/3545) aghrx 5p. Trans. Cab...| 4700) 4).... 2p. Roadster..... 5800) 2/4300) afghimnpra 12 
bp. Sedan........ . .}3500)an dp. Victoria......| 2195) 2|3525)aeghnorx ip. Spt. Tour....]| 5600! 4/4700) :fghimnprx 7p. T 
5p. Ox. Sedan... 3500) an 7p Sedan........ 2345] 4/3360)ehr 134” W.B. 7p. Touring...... 5700) 4]. ifghlmnprx Bp. S; 
5p. Spt. Sedan. . .|3550)an 7p. Sedan Lim...} 2520) 4/3360jaehnorz 7p. Family Sedan} 2575). .|4345|,eghlmnprtx ||5p. Sedan..... ..-| 6720] 415200 afghlmnoprx 4p. V) 
3 5p. Con’vt Cpe. . 13450) an 5p. Coupe. ...... 2625). .|....| ,eghlmnprtx dp. Ci 
“Century 8” 5p. Cab. Sedan...| 2675|..|....|,eghlmnprtx {|7p. Sedan........ 6720) 4/5200) afghimnorx Bp. Ai 
5p. Phaeton...... 0066). 1... 7p. Sedan........ 2775| 41/4345) ,eghImnprtx 7p. Se 
128” W.B. 2-4p. Sportster...| 1915)..].... 5p. Imp. Sedan...} 2775} 4/4315) ,eghlmnprtx |/7p. Sedan........ 6920) 4/5200)afghimnprs tp. In 
2-4p. Sp. Runab’t . 13390] an 7p. Phaeton...... 1935]. .].... 7p. Imp. Sedan...| 2875) 4/4570)aeghlmnprtx 
5p. Sp. Touring. . - oe 5p. Sedan........ 1825) 2].... 7p. Town Car....| 9000} 4/5200/afghlmnprs 
7p. se soawd . .13540/an 4p. Coupe....... 1865}. .}.. 
7p. Sedan ....... . 13780) an 4p. Sedan........ 1875) 4].... 
7p. Ox. ‘Sedan... ./3780)an 4p. Cabriolet... 1955). .|.... OAKI 
7p. Limousine.. .13780\an — Bp. Se 
4é ” 4 ‘ 
LINCOLN 2p. Roadster. .... $1495). .}.... dp. 
segy 5p. Sedan........ 1395} 4/2897|ahmort bp. 2d 
2p. Spt. Rdster.. .|$4600) 2/4930)aegkInprx 49. Vic Coupe...| 1450). .|2867labimnrt 8p. La 
JORDAN 2-4p. Club Rdstr.| 4600]. .|5010 aeghkInprx 2p Coupe....... 1395) . .|2827|ahmaort bp. 4d 
GARDNER a # 7p. Spt. Touring..| 4600} 4/4940) aegkInprx — bp. La 
“75 Std.” 4p. Blue Boy... . .|$1495] 4/2800|Bceghkmnrx |/4p. Spt. Phaeton..| 4600) 4/4910)begikInprwx ||2-4p. Roadster....} 1895} 2/3007|ahlmnprw: 
4p. Roadster..... 2/2995] afhmnr 4p. Spt. Salon... .| 1295) 2|/2775)aghjmnrx 4p. Coupe....... 4600} 2/4803) aegkInprx 4p. Speedster.....] 1965] 4/3052/ahlinnorwx 
5p. Sp. Coupe.. 2|3290| afhjmnr 2-4p. Tomboy.... ..| 1395) 2/2650)aghmnrx 4p. Sedan........ 4800} 4/4930] aegikInprx 2-4p. Collap. Cpe.| 1995] 2/2987lahlmnprx 
4p. Vic. Coupe. . 2/3290) afhjmar 5p. Sedan........ 1395] 4|2775|aghmaortx 5p. Sedan........ 4800) 4/5010|aegkInprtx 2-4p. Coupe......| 1895} 2/3097|ahlmnprx 
5p. Club Sedan... 4/3265|afhmnr 2p. Coupe. ....-: 5000). .|4720jaeghkInprx /|/4p. Vic. Coupe...| 1995} 2/3066/ahilmnoprx OLDS 
5p. Std. Sedan... 4|....lJafhmnr a | 7p. Sedan....... 5000} 4/5050] aegkInprtx 5p. Sedan........ 1895} 4/3104/ahlmnortx “RF 
4p. Playboy...... 1845) 2}2915|aghmnrx 7p. Limousine... 5200) 4|/5165|aegkInprtx ...8p. 
“75 DeL” 2-4p. Sp. Coupe. .| 1895} 2/3070)aghmnrx 4p. Berline....... 5500} . .|5115|/aeghkInprx “E.7$” bp. Sp. 
4p. Roadster. .... 2}2995|aeghmnr 5p. Cus. Sedan...} 1895) 4/3209)aghmnrtx 7p. Limousine....}| 6000). .|5380jaeghkInprx ||2p. Speedster.....] 3485] 2/4251/aeghInprx 2p. Co 
5-p. Sp. Coupe... 2}3290|aeghjmnr 4p. Cus. Vict.....} 1895} 2|3200)aghilmnrtx 7p. Brougham....} 6400). .|5025jaeghklnprx ||4p. Speedster.....] 3485] 2/4256/aeghInprx bp. Sex 
4p. Vic. Coupe... 2|3290|aeghjmnr ———” 6p. Ber. Landau..} 6500)..|....jaeghkInprx {|5p. Phaeton...... 3485) 4/4017\aeghinprx 24p. § 
5p. Club Sedan... 4|3265|aeghmaor 4p. Collap. Coupe} 1995) 2/3185)aghmnrx 7p. Cabriolet... ..| 6600). .|5160jaeghklnprx {|7p. Tour. Speed. .} 3565) 4/4480laeghilnprwa bp. Sec 
5p. DeL. Sedan 4|....Jaeghmor 4p. Perm. Coupe..| 1995) 2/3185jaghmnrx 7p. Le Baron Cab} 7000). .|5200)aeghkinprx |/2p. Coupe Rdstr..| 3565] 2/4374/aeghinprx bp. La: 
5p. Victoria...... 1995) 2/3275|aghimnrtx 7p. Holbrook Cab.} 7200). ./5280jaeghkInprx ||5p. Town Coupe..| 3195] 2/4452/aeghlnprx 
**85” 5p. Sedan........ 1995} 4/3300) aghmortx 7p. Collap. Cab. .| 7300)..|5140jaeghkInprx {|/2p. Coupe....... 3485) 2/4373|aeghinortx 
4p. Roadster .... 2/3040] Aeghmnr 4p. Victoria...... 3485] 2/4346/aeghInprtx 
59. Brougham.... 4/3360) Aeghjmnr 5p. Brougham....} 3565) 4/4525|aeghilnprtx 
5p. Sedan........ 4/3380) Aeghmnr 5p. Sedan........ 3565} 4/4498/aeghInprtx OVER] 
. .Cus. Coupe... k ; Pe A. s 20008 3640} 4/4620/aeghInprtx 464” 
5p. Cus. Sedan...| 3960] 4/4515|aeghInprtx bp. Tor 
“95” KISSEL LOCOMOBILE 7p. Cus. Sedan...| 4075) 4/4678|aeghtnprtx 2p. Ro: 
2-4p. Roadster. . ..]....;aeghmnprx **6-70” **8-70” 7p. Cus. Limou...| 4175] 4/4718 aeghlnprtx 24p. R 
2-4p. Collap. Cpe. ..]....}aeghmnprx {/4p. Cpe. Roadster|$1595) . ./2920)ahmr 5p. Brougham... ./$2100) 4/3525|afghkmnrx 2p. Cor 
5p. Brougham... 4|....Jaeghimnprx |j5p. Bro’m Sedan..| 1495) 4/2915,ahmr 5p. Sedan........ 2100) 413575\afghkmnrx ...Cou 
5p. Sedan........ 4|....laeghmnprx /||5p. Victoria...... 1595}. .|2990 4p. Vic. Coupe...} 2100} 2|3600jafghkmnrx bp. Cos 
5p. Sedan........ 1595). .|3005 : MOON ‘‘6-60” bp. Sed. 
**8.89” 8-80" 5p. Phaeton...... $995) 4/2340'an 
125” W.B. 4p. Spt. ane 2850} . . 13972 aeghklmnprtx 3-5p. Roy. Rdstr.| 1095} 2/2330. anw 
5p. Phaeton...... 1885) 4'3240)ahmnr 4p. Coupe....... 2975) 2).... 3-5p. Roy. Cab...} 1295] 2|2575\an 
4p. Speedster.....} 2095) 2)3155jahmnr 4p. Collap, Coupe} 3000] 2|3780jaeghklmnprtx||5p. Coach....... 995} 2|2420)an PACKA 
4p. Cp. Rdstr 2095] 2|3343)ahmor 5p. Sedan........ 2850} 4/3950)aeghkImnprtx||5p. Roy. Sedan...} 1195} 2/2520jahin 46594 
GRAHAM- 5p. Spec. Bro’m..} 1995} 2/3345|ahmnr 5p. Brougham... .} 2900) 4/3990)aeghklmnprtx||5p. Roy. Sedan...| 1295} 4/2605jahn 4p. Rur 
PAIGE 5p. Bro’m Sedan..| 2095} 4|/3400)ahmnr 7p. Sedan........ 3350) 4/4140)aeghkImnprtx bp. Pha 
“610” 5p. Conv. Bro’m..}| 2495). .}3518)ahmnr 7p. Sub. ie... 3500) 4/4280)aeghkimnprtx!|| ‘‘Series A” bp. Sed: 
2p. Coupe......-| $860]. .].... 132” W.B. 5p. Touring...... 1195] 4/2560/dn 2-4p. Ce 
6p. Sedan........] 875}..].... 7p. Touring...... 1985} 4/3360)ahmnr “48” 5p. Roy. Rdster. .| 1395} 2/2600\dnw 4p. Con 
4p. Tourster..... 2095} 4|3155|ahmnr 4p. Sportif....... § | 4)5030)afghjkirsx 5p. Collap. Cab. .| 1795] 2|2720 
“619” 5p. Bro’m Sedan..| 2295) 4/3455)ahmnr ...Roadster..... a= ae 5p. Sedan DeL...| 1395} 2|2710)dno “533 
4p. Coupe .......] 1575). .].... 7p. Sedan........ 2495) . .|3630)ahmor 7p. Touring...... § | 4/5330/afghkirsx 5p. Sedan DeL...| 1545} 4/2860/dno Sp. Phas 
5p. Sedan........ ll a? **8.80S” 7p. Tour Lim....}] § | 4/5640/afghklrstx 4p. Run 
4p. Coupe Rdstr..} 1995}. ./3350 6p. Brougham....} § | 4/5464/afgbkirstx “6-72” tp. Tour 
**629” 5p. Brougham... .| 1895]. ./3250 5p. Vie. Sedan....] § | 4/5609)afghkirstx 2-4p. Roy. Rdstr.} 1395} 2/2630)aghmn 4p. Cou 
5p. Sedan........ 1085). .1.... 5p. Sedan........ 19¢5} . 13350 7p. Lim. Ene. Dr.| § | 4/5868/afghkirstx 5p. Rov CabRdstr} 1445] 2)/2815jaghmn bp. Club 
5p. Town Sedan. .} 2085). .}.... 4p. Victoria...... 1995} . .|3320 7p. Cabriolet. .... § | 4/5624l/afghkirstx 5p. Royal Sedan..} 1445] 2/3050/aghimn 
tp. Sedan........] 2110). .].... ae » - 5p. Royal Sedan..} 1545) 4/3080)aghmn Pp. Seda 
WRB. $99” 1p. Sed 
5p. Phaeton...... 2185) 4/3220|ahmnr 4p. Sportif....... 5900] 4/4475 = “ae **8.80” . 
4p. Speedster... ..]| 2395) 2 +o acon 5p. C.C. Sedan...] 2195) 4/3500/chmar “443 
4p. Cpe. Rdstr.. .| 2395) 2/3578)ahmnr 4p. Roadster.... | 5900} 2/4370 seghklmnpe  < err 2195} 4/3500) chmar 4p. Run: 
yp. Spec. Bro’m. .| 2295) 2/3671)ahmnr by. Phae 
HUDSON ip. Bro’m Sedan..} 2395) 4|3760jahmnr 7p. Touring...... 6000}. .}.... seghklmnpr D. Tour 
. 5p. Conv. Bro’m..| 2795]. .|/3863)ahmnr 
2-4p. Coupe...... $1295) 2)/3525)ahmnru 139” W.B. 5p. Vic. Sedan... .| 7300) 4/4842 . NASH 2p. Coup 
5p. Coach....... 1250} 2)3575|ahmnru 7p. Touring...... 2285) 4|3630\ahmnr 7p. Suburban....| 7500) 4/4930|afghmprtx “Std. 6” 2p. Conv 
bp. Sedan........ 1325) 4/3645jahmnru 4p. Tourster.... | 2395] 4|3335jahmnr 4p. Vic. Sedan....| 7450]. .|....Jaeghklmnpr ||5p. Touring...... $865) 4/2325] Dehnr {p. Coup 
*Q” ip. Bro’m Sedan..| 2595) 4/3755|ahmnr tx 2-4p. Conv’t Cab | 925) 2/2505) Deghar bb. Club 
5p. Landau Sed...| 1650} 4/3780|aghmnru 7p. Sedan....... 2795| 4|3975|ahmnr 7p. Town Bro’m..| 7500} 4/4615lafghmprtx 2p. Coupe....... 845) 2)2345) Dghor 
5p. Std. Sedan. ..| 1450) 4/3720jaghmnru bp. Sedan Del... | 2985) 4/3910jaeghimorvx ||7p. Cabriolet.....| 7500] 4/4615|afghmprtx 5p. Sedan........ 845] 2/2450) Dghnr 'p. Sedan 
4p. Victoria...... 1650) 2)/3710|aghmnru 7p. Sedan Del... | 3495) 4/4080)aegnimorvx ||...Collap. Cab...| 7750]. .|....Jaeghklmnpr ||5p. Sedan........ 925) 4/2500) Dgknr 
7p - eae 1950) 4|3945|aghmnru 7p. Ber. Sedan. ..| 3585) 4/4125)aeghimorvx tx 5p. Land. Sedan.. | 995 qm Deghur 'b. Sedan 
etl ees 
KEY TO SYMBOLS: 
A—Wood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. ‘ —Vanity set. A—W 
a—Wood wheels. d—Disk wheels. - —Trunk rack, no trunk. p—Cigar lighter. w— vasa wings. a—W 
B—Wire wheels with spare. e—Front and rear bumpers. —Spare tire. r—Rear traffic signal. z—Cloc B—\\ 
b—Wire wheels. f—Front bumper. I—Spare tire lock. _ s—Spotlight. mee length. b—W 
C—Optional wheels with hock absorbers or snubbers. m—Engine heat indicator. t—Vanity and smoking set. §—Prices on applications C—O; 
e—Type of wheels optio Automatic windshield wiper. n—Dash gasoline gage. u—Smoking set. Ty 





\ 



















































































































































































































































































March 8, 1928 53 
Prices, Weigh d Equi f C P Car Model 
rices, Weights and Equipment of Current Fassenger Car Models 
Passengers ‘ ce = = = a 
an 7 2 » : ‘Son pues on a Seit rs putes or G » : 2%, puataat or om S © : rs puseet 
O-£18/:=.8| Equipment O-2| 3)-2"5 uipment oO: =o uipment o:-2 =o ipment 
Model | ce |lae Medel 25 lSlae| Medel [ma |alaz| Medel je (alae) 
“Special” PEERLESS ROAMER *‘Commander” | 
4p. Roadster. .... 1225) 2/2980|Dghnr **6-60” **8.78” 4p. Sp. Roadster..| 1695] 2/3333/aeghmnr 
bp. Touring...... 1135) 4/2680] Deghnr 2-4p. Roadster... .|$1195} 2/2600)dechImnr 2p. Roadster... .. $1595] 2/3450 3p. Bus. Coupe. .} 1495} 2)... .jaghmnr 
2-4p. Cabriolet. 1290} 4/3070] Dghnr 5p. Phaeton...... 1195) 4|2765|/aghimnrw 2p. Coupe....... 1750} 2/3225 4p. Victoria...... 1495} 2/3500/aghmnr 
2p. Bus. Coupe 1165) 2/3030] Dghor 2-4p. C’pe Rdstr..| 1295) 4|2725ideghlmnr 5p. Sedan........ 1795} 2/3380 Sp. Sedan........ 1495} 4|3566/aghmnr 
bp. Sedan........ 1215} 2/3150) Dghinrt Sp. Sedan........ 1295} 4/2895|/deghlmnr 4p. Cpe. Regal...}| 1625) 2/3455)aeghmnpr 
4p. Coupe....... 1245} 2/3030) Dghnr . *8-80” 4p. Vice. “Regal... 1625} 2/3500|aeghmnpr 
4p. Victoria 1295} 2/3170) Dghnr 5p. Phaeton...... 1395) 4|2850\aeghimnrw_ |/2p. Coupe....... 1985} 2/3410/ag 5p. Sed. Regal... 1625) 4/3566/aeghmnpr 
bp. Sedan........ 1285] 4/3250] Dehnrt 2-4p. Roadster. ..| 1495] 2/3025iceghimnrw_ _|/5p. Brougham 1985} 2/3440|ag “President 8” 
6p. Coupe....... 445| 4/3380] Dghinrt 2-4p. Coupe...... 1565] 2|2975|aeghlmne 5p. Sedan........ 1985} 4/3570/ag 5p. Sedan........ 1985} 4/4000/aeghimnprx 
5p. 2d. Sedan....| 1395} 2/3000/aeghilnr 7p. Sedan........ 1985} 4/4040/aeghmnprtx 
‘A dvanced” 5p. Std. Sedan. ..} 1395] 4/3125|aghmor **8.88” 5p. DeL. Sedan 2250) 4/4185 = “woe 
121” W.B. ., .Spt. Sedan....| 1395} 4/3100 Sp. Tourer....... 2495) 4/3650\cg 
4p. Roadster..... 1475] 2/3400| Dghmor 5p. DeL. Sedan...]| 1795} 4/3125) Deghimnr 5p. Sedan........ 2985] 4/3880icg 7p. DeL. Sedan 2250) 4/4225 Beghikmopr 
bp. Touring ..... 1340] 4/3400] Dghmnr **6-91" 7p. Sedan........ 3285] 4/3980) cg 
bp. gg glenn 1425] 2/3620] Dghimort 5p. Phaeton... ... 1695} 4/2930|aeghlmnrwx 7p. Limousine... .} 2450} 4/4300 Beghikmope 
bp. Sedan........ 1495] 4/3650] Dghmort 2-4p. Sp. Roadster} 1695] 2/2960)aeghIlmnrwx 
127” WB 4p. Coupe....... 1725} 2/3050|aeghlmnrx | STUTZ “BB” 
7p. Touring...... 1440} 4/3500) Dzhmnr 4p. Sedan........ 1895} 2/3150]aeghilmnrx “Custom” 
bp. Sp. Touring 1540] 4/3500) Bghimnprt 5p. Sedan........ 1895} 4/3200/aeghimnrtx |/ROLLS ROYCE 131” W.B 
4p. Victoria...... 1595] 2/3640) Dghmnrt 5p. Landaulet.. 1995} 4/3250/aeghImnrtx **Si. Ghost” 2p. Speedster... . .|$3495] 2]... .|aefgjlmnprx 
4p. Coupe....... 1775| 2|3650| Dehmnr 128” W.B. Open Models.....} § ...|Bfghjkmprx |/4p. Speedster 3595} 4/4509)aeghjlmnprz 
bp. Amb. Sedan 1925} 4/3820] Dehinprtx 7p. Sedan........ 1985} 4)....1B Closed Models...} § .|Bfghjkmprtx |/4p. Speedster... ..| 3845] 4]... ./aeghjlmnprx 
7p. Sedan........ 1990] 4/3830] Dghnrtx **8.69” 2p. Black Hawk. .| 4895] 2 ....| beghilmnprs 
7p. Imp. Sedan...| 2165) 4/3900 Dghnortx 126” W.B ‘“‘New Phan” 4p. Black Hawk. .} 4945} 2].... beghjlmnprx 
5p. Coupe....... 2705} . .}3810} Deghilmnrtx ||Open Models.....] § ...|Beghjkmprx |/2p. Coupe....... 3495) 2)... .jaeghjlmnprux 
5p. Sedan........ 2345} 4|3875|Deghlmnrtx ||Closed Models...| § .|Beghkmprtx |/4p. Vic. Coupe 3495} 2]... laegh, oe 
133 V4 W.B. 5p. Sedan........ 3570| 414977 aeghjlmnpr 
2-4p. Roadster. ..| 2245} 2/3650) Deghlmnrx 5p. Brougham 3570) 4/4820|aegh; Jmapres 
OAKLAND‘AA-6’ 7p. Sedan........ 2545]. .13975|DeghImnrtx ||STAR ‘‘4” 2p. Cab. Coupe 3695] 2/4520/aeghjlmnprux 
bp. Sp. Phaeton. . [1008 4]2620|aehjn 7p. Cus. Sed. Lim] 2645} 4/4275|deghlmnrtx .Roadster..... $495). .}....Jah 145” W. 
4p. Sp. Rdster....] 1075] 2/2730|aehjn 5p. Sedan........ 2345} 4/3950] Deghlmnrtx ( Mine ceens 495}. .}....Jah 7p. Speedster 3895} 4/4748/aeghjl.onprx 
2-4p. Cabriolet. ..| 1155} 2/2825lahn 7p. Sedan........ 2545) 4|/4050)/Deghimnrtx |/5p. Sedan........ 495) 2|....lah 7p. Sedan........ 3895) 4. aegh'lmnprtx 
bp. 2d. Sedan. . 1045] 2/2890/ahnu 5p. Ber. Lim..... 2345] 4/4100)Deghimnrtx |/5p. Sedan...... 570| 4|....lab 7p. Sedan Lim. . .| 3995 4)5159 aeghjlmnprtx 
4 Land. ( Coupe.. | ios 3/3008 abo aa * eal 
an....} 1 abnu Db. 
bp. Land. Sedan. .| 1265) 413050/aehnou STEARNS- 2p. Black Hawk. .| 4895} 2]... .| beghjlmnprx 
KNIGHT 5p. Sed eeoeceeeee 4120 4 eeee aegh Imnprux 
PIERCE ARROW “F.6-85” 4p. Sedan........ 4120} 2]... .jaeghjlmnprux 
“81” 4p. Roadster..... $3250) 2/4252\aeghkIlmnr 4p. Coupe....... 4120} 2}... ./aeghjlmnprux 
2p. Runabout. . . ./$2900} 2}3300|afghimnrx wx 5p. Landau Sed...} 4420] 4]... ./aeghjlmnprux 
OLDSMOBILE 4p. Touring...... 3100} 4/3330|afghlmnrx 4p. Touring...... 3250] 4/4322|aeghjkilmnr 145” W.B 
“F238” _..Conv’t Rdster| 3450} 2)... .|afghlmnorx wx 5p. Sedan........ 4495] 4/.... 5 a 
.. 8p. Roadster..} $995}. .]..../ceghmnr Pe, CORO. ccees 3250| 2/3265jafghlmnprtx ||4p. Cab. Rdstr...| 3550) 2|4500jaeghkimnopr |/5p. Sedan........ 4545) 4]... .laeghjl 
bp. Sp. Touring. .| 995]..]....|/ceghmnr 5p. Brougham... .} 3250) 2/3560/afghlmnprtx x 7p. Sedan........ 4745) 4).... aegh: Imnprts 
Coupe....... 925]. .|....laeghmnr 5p. Club Sedan.. .| 3300} 4/3600jafghimnortx |/5p. Cus. Sedan. ..| 3350) 4/4562/aeghjklmno a Limousine. . 4995) 4/4778|aeghjlmnp: 
bp. Sedan, 2d.. ..] 925] 2)... .Jaeghmnr 2-4p. Coupe...... 3350} 2/3435|afghlmnprtx rtx p. Landau Lim. .} 5295] 4)... _laegh: Imnprts 
2-4p. Spt. Coupe. 995]. .|..../ceghmnr 5p. Sedan........ 3350} 4|3600\afghlmnprtx |/4p. Coupe....... 3450| 2|4527|aeghkimno : **Salon Cus.” 
bp. Sedan, .| 1025) 4]... ./aeghmnr 5p. Sp. Sed. Land| 3350) 4]... .|afghlmnprtx rtx 5p. PW Sedan 6345) 4/..../aeghjlmnprux 
bp. pe Sed..| 1085]..|.... aeghmonr 5p. Club. Land. ..| 3400] 4/3695jafghlmnprt ||5p. Std. Sedan...] 3450) 4/4572jaeghjkimno /||7p. PW Sedan....| 6345) 4]..../aeghjlmnprtzx 
T, BRENEs cccces 3450} 4|3670/afghlmnprt rtx 7p. Con. T’n Car.| 6895| 4]... aeghjlmuprtz 
4p. Coupe....... 3450) 2/3450\afghlmnprt |/5p. Sedan Lim...| 3700) 4/4647|aeghjklmno 
7p. Enc. Dr. Lim.| 3550) 4/3760/afghimnprt , x VELIE 
a 5p. Cus. Sed. Lim} 3700] 4/4637|aeghjkimno “*Std. 50” 
OVERLAND 2p. Runahout 5875] 2/4560/afghirx rtx 5p. Touring...... $995) 2|/2670|aehmnr 
“4” Whippet 4p. Touring...... 5875) 4/4510/afghirx 7p. Sedan........ 3750} 4/4702jaeghkimno //5p. Coupe....... 1165} 2}2917|aehkmnr 
bp. Touring...... $455] 4/1985lag 7p. Touring...... 5875) 4/4585lafghirx rtx 5p. Sedan........ 165} 4|3017|aehkmnr 
. Roadster..... 485) 2).... 7p. Sedan........ 5875] 4/4815/afghirtx 7p. Sedan Lim. ..| 3950) 4/4777|aeghklmno 5p. Met. Sedan. 1325} 4|3087|eghkmnr 
24p. Roadster 525] 2|1930|agh 7p. Lim. Enel 5875] 4/4870\afgnirtx rtx **6-66” 
2p. Coupe. ...... 535] 2/2025\/ag 3p. Coupe....... 6375) 214760\afghirtx — 5p. Metro Sed... .| 1195} 2)... ./aeghkmnr 
...Coupe Cab.. Fe 4p. Cpe. Sedan 6375) 2|4795lafghirtx 4p. Roadster..... 5500} 2/4875|afghmnprx 5p. Metro Sed... .} 1265) 4}... ./aeghkmnr 
bp. Coach. ......] 535] 2/2075/ag 4p. Sedan........ 6375] 4/4830/afghirtx 4p. Cabriolet.....| 5100}. .|... .|afghmnprx 2-4p. Metro Cpe..| 1265) 2]... ./aeghkmnr 
bp. eccceee| 585) 4/2185/agh 7p. Enc. Dr. Lan.| 6000) 4/4895)afghirtx 2p. Coupe. ...... 5500) 2/5110|afghmnprx **§-77” , 
7p. Sedan Land...| 6000) 4/4840lafghirtx 5p. Coupe. ....-. 5500) 2|/5100)afghmnprx 5p. Spec. Sedan. .] 1585] 4/3365/aeghkmnru 
4p. Lim. Encl....| 6375] 4/4880/afghirtx 5p. Sedan........ 5600; 4|5100\afghmnprtx ||5p. Royal Sedan..| 1635) 4/3395|aeghkmnoru 
4p. C. at Sedan...} 6475} 4/4805/afghir “— **8-88” 
PACKARD 2p. Coupe....... 6600) 214745lafghir 7p. Touring...... 5600) 4|5030\afghmnprx |[/5p. Club Phaeton.|.....}..].. .jJaeghiknr 
“526” 4p. ea Lan1...| 6600} 4/4800/afghirtx 7p. Sedan........ 5600) 4|5265jafghmnprtx ||5p. Spec. Sedan. .| 2095) 4/3640)aeghkmnrv 
4p. Runabout. . . ./$2275} 2/3620|Deghlmnpx |/4p..Enc. Dr. Land| 6600] 4/4880 afghirtx 7p. Limousine... .| 5800) 4/5300jafghmnprtx |/5p. Royal Sedan..| 2095] 4/3675jaeghkmnarv 
bp. Phaeton...... 2275] 4/3665|Deghlmnpx ||/p. Fr. Limou....| 7500) 4/4740/afghirtx 7p. Town Car....}..... 4|....Jafghmortx 
bp. Sedan........ 2285} 4/4000) Deghimnprtx ||7p. Fr. Landau...} 8000) 4/4865)afghirtx 
2-4p. Coupe...... 2350) . . 3950 *“G8-85” WILLYS- 
4p. Conv’ t t Ope. .| 2425]. .13875 2p. Roadster..... 3950] 2|4448/aeghklmnrwx KNIGHT 
4p. Touring...... 3950) 4|4633)aeghjklmnr **Std. 6” 
“S33” PONTIAC “6” wx 2-4p. Roadster...}.....]. .../aghn 
5p. Phaeton... ... 2385} . ./3745 2-4p. Roadster. ..| $745} 2/2270jahn 4p. Cabriolet..... 4550} 2/4717|aeghkImnorx |/5p. Touring......].....].. ..-jaghn 
4p. Runabout. ...| 2385). . $700) 2p. Coupe....... 745) 2)2435)ahn 4p. Coupe....... 4550) 2/4882}aeghklmnortx|/2-4p. Coupe..... . $1195]. .|....Jaghn 
ha Touring...... 2485) 4/3865|DeghImnprx |/5p. 2d. Sedan. 745| 2/2520/ahn 5p. Sedan........ 4650) 4/4934/aeghjkimno /|/5p. Sedan........ 1145} 2]....jaghn 
4p. Coupe. ...... 2685} 2/4000/deghint 4p. Sport Cab 795} 2)2455\ahn rtx 5p. Sedan........ 1245) 4]....Jaghne 
bp. Club. Sedan. . sees) 4|4085|Deghilmnpr ||5p Sedan........ 825) 4/2595|aehn 7p. Sedan........ 4750] 4|5027|aeghklmno **Great 6” 
tx 5p. Sp. Landau...| 875} 4/2640jaehn rtx 2p. Roadster..... 1850} 2|3645|aghnrx 
7p. Sedan... ..... 2685) 4/4145| Deghlmnprtx 5p. Sedan Lim...} 4850} 4/5009/aeghjklmno ||5p. Touring...... 1850} 4/3684] aghnrx 
7p. Sedan Lim 2785| 4/4205] Deghlmnprtx rtx 2-4p. Cab Coupe..} 1995} 2/3700/aghnrx 
7p. Limousine....| 4950} 4/5102/aeghkImno 4p. Foursome Sed.| 2095} 4|3975jagh nrtx 
“443” REO rtx Sa 1995} 4/3975|aghortx 
4p. Runabout 3875] . .|4350] Djk “Flying Cloud” 135” W.B 
p. Phaeton... ... 3875]. .|4370 Dik 2p. Roadster... .. $1685) 2/3300/aeghnr STUDEBAKER 7p. Touring...... 285) 4).. 
D. ouring...... 3975! 4/4410|Deghjklmnp ||5p. Brougkam....| 1685] 2/3425|aeghinr “Dictator” 5p. Coupe....... 2295). .}.... 
rx 2p. Sp. Coupe....}| 1625] 2/3320jaeghnr 5p. Tourer Royal.}$1195| 4/3000|aeghmnr 7p. Sedan........ 2595] 4/4075|aghortz 
ep. Coupe....... 4150}. 4p. Victoria ..... 1845} 2/3350)aeghne 5p. Du Phaeton. .| 1195} 4)304U}aeghmnr 7p. Limousine... .| 2695] 4/4075 
2p. Conv’t Cpe...} 4250)..].... 5p. Sedan........ 1845] 4/3550/aeghnet 4p. Sp. Roadster..| 1245} 2|/3000|aeghnr **Spec. 6” 
fp. Coupe....... 4450} . .|4635| Djk * DeL. Sedan...| 1995) 4/3550)aeghnrt 7p. Tourer Royal.| 1295} 4/3020|aeghmnr ?-4p. Roadster. ..| 1350} 2|/2965jaghnr 
bp. Club § Sedan...| 4450) 4/4710) Deghklmnp 3p. Bus. Coupe. 1195} 2)3100/aghmnr yp. Touring...... 1295) 4/2900) aghnr 
rtx ‘‘Wolverine” 4p. Coupe Royal..| 1295} 2)3134|aeghmnr 2p. Coupe....... 1295] 2)2815jaghnr 
'p. Sedan... 4450) 4/4820) DeghjkImnp /|/4p. Cabriolet.....} 1195] 2/2850)aeghinr 4p. Victoria Royal] 1295) 2/3184|aeghmor Sp. Coach. ...... 1295} 2|3010\aghnor 
rtx 5p. Brougham....} 1195} 2/2960|aehinr 5p. Sedan........ 1195} 4)3241/aghmor 2-4p. Cab Coupe..| 1495] 2/2880|aghor 
'p. Sedan Lim...} 4550) 4/4860|/Deghklmnp ||5p. Sedan........ 1295| 4/3070|aeghinr 5p. Sedan Royal. .| 1295] 4 3241 laeghmnr Sp. Sedan........ 1495} 4/3105|aghaort 
rtx 
KEY TO SYMBOLS: 
A—Wood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. . v—Vanity set. 
a—Wood wheels. d—Disk wheels. a rack, no trunk. p—Cigar lighter. w—Windshield wings. 
B—Wire wheels with spare. e—Front and rear bumpers. —Spare tire. r—Rear traffic signal. z—Clock. 
b—Wire wheels. f—Front bumper. I—Spare tire lock. s—Spotlight. *—Overall length. 
C—Optional, wheels wi hock absorbers or snubbers. m—Engine heat indicator. t—Vanity and smoking set. §—Prices on applications. 
t~Type of wheels A Automatic windshield wiper. pal gasoline gage. u—Smoking set. 
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X—Sleeve valve 


R—Rectifier 


t—Fabric 


external rear 











The “Fountain of the Great 
Lakes” is one of Lorado Taft's 
well-known masterpieces. 
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Joseph B. Graham 


The 
three Graham brothers 


Twenty-five years ago, in the town of Loogootee, Indiana, a 
youth of nineteen, Joseph B. Graham, started a business career 
which has placed him and his two brothers, Robert C., three years 


younger, and Ray A., two years his junior, in the front rank of 
American manufacturers. 


The business grew steadily and was sold in 1916 to profitable 
advantage. The alliance thus formed has continued without 
break throughout their entire commercial experience. 


Early in 1917 they brought out the Graham “Truck Builder”, with 
a complete line of bodies, and by the fall of 1919 were manufac- 
turing their first complete Graham brothers truck. 
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In April, 1921, they moved to Detroit, organized Graham brothers, 
Incorporated, and became afhliated with a large and progressive 


passenger car manufacturer, whose dealers simultaneously became 
dealers in Graham brothers trucks. 


In 1925 the three brothers assumed active management of, and 
became large shareholders in, the passenger car business. In April, 
1926, they sold their entire holdings in both companies, which left 
them abundant financial resources for future operations. 


After a year of investigation they purchased controlling interest 
in the Paige-Detroit Motor Car Company in June, 1927, and 


assumed active management. 


The program of building and expansion began immediately, and 
the new line of Graham-Paige motor cars which these three 
Graham brothers returned to the industry to build was shown 
for the first time in January of this year. 








Model 629 
Five Passenger Sedan 
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-» + we shall strive to make the 
Graham-Paige dealership a profit- 
able enterprise for a substanial 
business man ineverycommunity” 


(From “A Message from the three Graham brothers”, published June 12, 1927) 
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The distribution of the first pas- 
senger cars bearing the name of 
the three Graham brothers has 
been substantially extended, but 
there are still many good terri- 
tories open. 


Business men who possess the 
three fundamental qualifications, 
Character,Capability,and Capital, 
are cordially invited to telephone, 
wire, Or write. 





“ao sa” 





GRAHAM-PAIGE MOTORS CORPORATION 
Detroit, Michigan 


Among the capable and substantial business men and organizations who 
have joined their fortunes with the three Graham brothers as distributors 
of the new line of Graham-Paige motor cars during the past few months 
are: The C. H. Jennings Corporation, at New York; Gilmour & Gere, 
Incorporated, at Syracuse; Witbeck Brothers, Incorporated, at Albany 
and Schenectady; the Lord Auto Company at Lincoln, Nebraska: the 
Weber Motor Company at St. Louis; James M. O'Dea and Lansing W. 
Thoms at Detroit; the Van Brunt-Williams Company, at Sioux Falls; 
Rockwell Motor Company, Des Moines and Blair Motor Company, Salt 
Lake City. 


GRAKAM-PAIGE 
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Smooth selling for dealer and jobber—the 
Bosch Type “Y” Shock Absorber for light 
cars provides profitable and satisfactory 
sales volume. Simplest to install and with- 
out adjustment or service the selling profit 
is intact. The Bosch Type “Y” Shock Ab- 
sorber is true shelf to the customer item. 


Its new phantom-like action, freedom from 
adjustment—its wear, water and dust-proof 
features appeal to motorists. Sold in com- 
plete sets packed with all fitters for Chevro- 
let, Dodge, Essex, Pontiac, Star and Whip- 
pet. Every set backed by a 90-day customer 
satisfaction free trial guarantee. The new 


Instantspark for aquickstart! Motorists want 
low price together with Bosch Advertising, 


that instantaneous full powered start and 


helps rapid stock turnover. Set of four, 
with all fitters in the carton retails at $22. 


AMERICAN BOSCH MAGNETO CORP. 





SPRINGFIELD 


MASS. 


Branches: New York Chicago Detroit San Francisco 
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BOSCH ELECTRIC 
WINDSHIELD WIPE 


r. ee a = = my 
ez Fy : 
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Double vision, two- © 
\ arm, electric wind. — 
' shieldwiper, not effect- 

ed by engine speed. 


Gives fair-weather vision 
when it storms—all can see all. 
BOSCH MAGNETO and 
GOVERNOR for FORDSONS 
Zo Automatic 

' . control for 
Sd nA\ Fordsons. 
=. a WEY Saves in — 

~~ _ Ss ation and im- 

* all proves the 
performance. 


Makers of Bosch Radio Receivers AC and DC Models, Cone- 
type Reproducer, Power Unitsand Phonographic Pick-up Device 


Gas-tight, heat- 
resisting Bosch 
Spark Plugs give 
big, ribbon-like 
sparks for cold- 
weather starting. 





BOSCH TRAFFIC 
TUNED HORNS, 
ELECTRIC 


Four sizes and 
types of in- 
stantaneous | 
warning sig- ~ al 
nals with dis- | ~—  _/ 
tinctive tones | , 
and efficient | ~ 
warning. \ 


BOSCH IGNITION 
for FORDS 
MODEL “T” 


Automatic, depend- [—, 
able Bosch ignition [| 
adds new perform- a 
ance to Model “*T”’ < | 
Fords, improves V7\ 
power and gives 

greater mileage. 
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few realize how simply that want is fulfilled. 


There is a waiting market for you to sell the 
Bosch Universal Coil. Complete with the 
one piece, truly universal bracket, the in- 
stallation is simple, quick and inexpensive. 
It is a fast moving and a full profit item. 


Heat, moisture, dust and vibration proof, 
the Red Bosch Coil gives a long and satis- 
factory performance. It promotes even fir- 
ing at all speeds, saves battery drain, pre- 
vents fouled plugs and rapid carbonization. 


Strongly advertised, widely known and 
with a long record of satisfactory per- 
formance the Bosch Universal Coil and one 
piece bracket is a highly profitable item 
to stock and sell. Your nearest wholesaler 


has them ready for you. $5.50 to $6.00. 


AMERICAN BOSCH MAGNETO CORP. 
SPRINGFIELD MASS. 


Branches: NewYork Chicago Detroit San Francisco 
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A hard, tough, but not brittle film 
that is wear, water, and weather- 
proof; 


A natural gloss that can be brought 



















No residual color or toxic fumes. 


—You will use 





The perfected 


lacquer enamel 


Trade-mark registered 


LARGEST 





° ° as>> 
to a high lustre with the lowest we. we 
labor cost; ane ser “ 6oF, Jp0ch Tn 
° . ° ° Y ae” ~er* 
Exceptional covering capacity with ai ostty aor! com on Me 
> @ minimum material cost; not? ves ore 49 pron oO ays 
a oe OP ow ee ys Four 
4 An even flow and smooth surface ese MN _Aquen’ goorgweh ve 1 ‘ 
* free of bubbles, orange peel or e So 8 owt, we (ome 
blushing; te gd Ce vo Tan € 
‘ and oe ro , ports P ro* 
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Fast color lacquer enamels and ove \ ae 
colorless clears; ge Mane ene 
o > . . gid ° 
Uniformity of consistency, weight, sor NE vets 
and shade; nes > 
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inisher for Chevrolet dealer 


lays his success to OPEX 


Handsome Opex finishes like on the car 
above have built a profitable repainting 
business for the Harvey Motor Com- 
pany, dealers in Chevrolet Motor Cars, 
at Kingston, N. C. 


Often asked to explain his phenomenal 
success, the Harvey finisher, Mr. 
J. W. Shute, answers, “Opex and master 
workmen.” 


Like Mr. Shute, master workmen every- 
where recognize the superior quality of 
Opex Lacquer. They’re quick to realize 
its “perfect flow” and “ease of polishing” 


THE SHERWIN-WILLIAMS CO, /3,%%'°. 


Cleveland, Ohio 





help turn out beautiful, first class jobs— 
that its tough film and durability mean 
permanent satisfaction to customers. 


Let us demonstrate how Opex Lacquer a 
Enamels will help you win refinishing / 
business ... how the permanent beauty : 
of Opex finishes pleases customers 
... how the super-covering power / © 
and easy working qualities of f oo 
Opex mean real economy in /¥/ - a 
your shop. Send in the cou- yer 
pon. You owe it to your /£ Soe - 
business interests to get 
full information. 


THE WORLD 
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ese ADVANTAGES 
CHRYSLER 


You need this special Chrysler “52” 
Franchise which allows you to sign up 
for only the “52” model, yet have the 
privilege of selling any of the other 
—the best way to lower vou 
overhead. 






















* 97% TO 
3¢ PLACE 


In only 42 months Chry- 
sler has accomplished re- 
markable results in this 
rapidly growing industry 
—risen from 27th to 3rd 
place in sales. 





You need these 4-profit lines of Chry. 
sler cars, the last word in motor car 
manufacture; for what other car sells 
so fast as to rise from 27th to 3rd place 
in 42 months? 


You need Chrysier’s sensationalnewlow 
prices and values, made possible 
through Standardized Quality of engi- 
neering and manufacturing. 


















You need the franchise of a company 
whose factory policies are always fair 


SPECIAL 
“52° DEALER 
FRANCHISE 


Chrysler’s special 52” 
Dealer Franchise makes 
it possible for a dealer in 
a small community to | 
sign up only for the “‘52,” } 
yet to have all other / 
models available at cail. A Fd 





CHRYSLER SALES CORPORATION 
DETROIT, MICH. 





JDARDIZED 
QUALITY 


Bec eee OS ees awe | a ee Standardized Quality of 

Se ee 2g ee ren, pO Riana. | CBE earaC aS engineering and manu- 
facturing makes available 
to Chrysler cars of lower 
price the improvements 
pioneered and developed 

for Chrysler cars of 

higher price. 
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WHICH ONLY 
CAN GIVE~- 


and whose policies are administered by 
men who know the business. 


FAIR. 


Chrysler’s unprecedented success com- 
pels us to add more dealers to take care 6 Chrysler factory policies 


‘ fai d ble, 
of the increasing demand for Chrysler ant on _— 
car's. 


and administered by ex- 


‘ tives who have served 
It may be that we need a dealer in your Gate anmemmnenan ‘in 


own community, or that you yourself | the field and on the sales 
have desired this franchise, not think- | \ firing-line. 
ing it available. 


Investigate immediately, for a Chrysler 
Franchise offers you opportunities not 
to be found in any other. 


Wire, Write or Phone Now! You 
may rest assured that each inquiry will 
be treated in strictest confidence. 





CHRYSLER CORP. OF CANADA, LTD. 
WINDSOR, ONTARIO 


Sensational new values, un- 
surpassed by any car in each 
price class, are offered by 
Chrysler in the 52” at its 
new lower prices from $670 
upwards; the “62,” newly- 
priced from $1065 upwards; 
the ‘*72,” ranging in price 
from $1545 to $1795; and 
the 112 h. p. Imperial “80,”’ 
priced from $2795 to $3495. 


PROFIT LINES 


The Chrysler Franchise 
gives you 4 modern and 
up-to-the-minute lines of 
cars—“‘52,” “62,” “72 
and Imperial **80’’—cov- 
ering the four great mar- 
kets which comprise the 
vast majority of buyers. 
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Will Fit Into All Models of the 


SIOUX Valve Face 
Grinding Machine 


AIN “Sioux” Engineering triumphs! The new type 

ord valve, with its unique construction, is a “cinch” 

or the Sioux Valve Face Grinding Machine to handle. 

The capacity and flexibility of the exclusive Sioux Chucking 
System has already provided for just such unusual demands. 


With any model of the Sioux Valve Face Grinding Machine- you 
can reface and recondition the new Ford valve with amazing accuracy and 
speed. If you haven’t bought a “Sioux” yet — here’s another big and im- 
portant reason why you should delay no longer. 


Your Jobber Sells It ALBERTSON & COMPANY 








SIOUX CITY, IOWA, U.S. A. 


March 8, 1928 
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I f we could talk to you 
right across the desk 


If we could talk to the dealers of America right across the desk, we’d try to 
make clear just what the AC franchise means to you. This is what we would say: 


|. You are hooked up with the largest and 


5. You have an established popular de- 
most powerful organization engaged in themak- 


mand for AC products which is being con- 
ing of spark plugs and other automotive units. stantly stimulated by the most powerful ad- 
2. You are identified with the largest and = (=, vertising and merchandising program in the 
most representative line of automotive prod- j|,. _|° automotive accessory field. 

ucts made by any manufacturer. 








\| 6. This wide and steadily growing replace- 
3. As the high point in the line, you have eet ment market means certain things to you: not 
AC Spark Plugs, endorsed by most of the only largeimmediate profits but a guaranty 
leading car makers and proved by every ae of permanence and increased profits in the 
test to be standard of the world. ai future. 


You have the backing of the world’s 
greatest factory equipment program. AC 
units are used as factory equipment by 200 
manufacturers. The market for AC Oil Fil- 
ter Renewal Cartridges grows bigger every day. 


Detailed information on 
any or all of these points 
will be gladly forwarded to 
any good dealer. We'd like 


to hear from you. 





AC-SPHINX AC Spark Plug Company RAMESTAN 
Birmingham og Clichy (Seine) 
ENGLAND FLINT, Michigan FRANCE 
SPARK PLUGS AC SPEEDOMETERS AC AIR CLEANERS AC OIL FILTERS AC FUEL PUMPS 


GASOLINE STRAINERS ‘GC AMMETERS ‘Cc OIL GAUGES AC THERMO GAUGES 
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E LIKE to een that what 


really makes Carter the larg- 
est carbureter manufacturer is the 
Industry’s confidence in our in- 
telligence—in our ability to “get 
it,’’ to do all the necessary, to see 
things through. 


More than the carbureter 1s con- 
cerned in the best carburetion. 
Engineering departments feel 
free to put it up to Carter, to 
any extent, positive of getting all 
we've got. 


We get our greatest kick out of 
finally developing performance 
better than specified! 


CARTER CARBURETOR CORPORATION, Saint Louis 


DIVISION OF AMERICAN CAR AND FOUNDRY COMPANY 


March 8, 1928 
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RING 


VERY user of a light truck overloads it at 
. times—some do it most of the time. Result 


—too much weight on the springs—and they 
break. 


The Trainor OVERLOAD Spring permits you 
tocarry an EXTRA TON without any dan- 
ger of spring breakage. It takes up all the 
excess weight— relieves the truck springs of 
this strain—makes one trip do the work 
of two. 








A New Source of Profit 


Here is a new source of profit for you. 
Almost every light truck owner in 
your community is a prospect 
and you Il find him easily 
sold when you once 
explain the merits 
of this remark- \ 


7 
/ 


/; 
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able spring. y\ 


| Fits the Following 
Trucks 


CHEVROLET 
1 ton—Mod. RX 1925 


2 
AM G-BOY 
1 ton—1926-27-28 
FEDERAL-KNIGHT 
1 ton—1926-27-28 
14 ton—S25 1925-26-27 
14 ton—S23 1926-27-28 
G. M 


oe ee = 
Mod.T20—1 ton 1927-28 
Mod.T20C—1 } ton 1927- 


1928 
Mod.T40—2 ton 1927-28 
STEWART 
2-3 ton 1927-28 


1} ton—1924-26-27-28 
GRAH 
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Shows Owe load Spring 
brought into play by 


Eis ate 








TRAINOR NATIONAL SPRING® Newcastle! 


HERE'S an enormous market for Trainor OVER- 
LOAD Springs. Just think of the number of light 
trucks in your own community. Think of the 

number that come to you for service. Think what an 
opportunity you have to sell them an accessory that 
each one needs and wants. AND THERE'S A REAL 
MARGIN IN IT FOR YOU. 


Make One Trip Instead of Two 


Truck owners can now safely load an extra ton without danger 
of spring breakage—make one trip do instead of two—cut haul- 
ing costs—increase profits—with Trainor OVERLOAD Springs. 


Here’s How They Work 


The illustrations show clearly how Trainor OVERLOAD Springs 
function. “A” shows the truck spring under a light load. The 
OVERLOAD Spring does not come into play under these condi- 
tions. ‘‘B” shows the spring when the truck is overloaded. Excess 
weight brings the OVERLOAD Spring into play taking up the 
added tonnage and eliminating any strain on the truck springs. 


A Shock Absorber, Also 


The Trainor OVERLOAD Spring is automatically a shock 
absorber, taking up the jolts and jars—protecting the body as 
well as the load—adding years of life to the truck. 


Prevents Sidesway 


T.e Trainor OVERLOAD Spring prevents sidesway when driv- 
ing on a crown road and causes “‘onesided”’ loads to ride evenly, 
thus lessening the danger o1 tipping over. 


No Holes To Drill 


Easy to install—no holes to drill—no alterations of frame neces- 
sary —only one wrench needed, and an ordinary mechanic can 
do the job in less than an hour. Absolutely nothing to get out 


of order. 
Ask Your Jobber 


Trainor OVERLOAD Springs are handled by reliable Jobbers 
and Spring Service Stations. Write to yours today for complete 
information, or if you prefer, write to us. 

6 = 





Backed bw 37 vears of practical Spring experience 
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cc 
12 Sequence’ calls 


d . ,; 
| $4721.26 in Fruit and Produce 
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Ct An Advertisement for Bell Long Distance Telephone Service 


A CrEveLAND dealer sold $4721.26 worth of fruit 
and produce by eight long distance “‘sequence’’ 
telephone calls costing $9.20. 


This firm had a list of 15 out-of-town customers 
who might buy up to a carload at a time. The list 
was filed in advance with the long distance operator. 
When notified, she started putting the calls through. 
As one was finished, another was ready. Of the 15 
calls placed at this particular time, 12 were completed 
and 8 resulted in sales. 


~ Sequence lists’’ of this kind are another conve- 
nience for saving the time of the long distance 
telephone user. In one morning another Cleve- 
land firm, a financial house, placed 47 sequence 

















calls in bringing out a new bond issue. Forty-five 
calls were completed, telephone charges were $40— 
and sales $82,500. An Ontario milling company rep- 
resentative, at a cost of $8.15, sold seventeen and a 
half carloads of flour and feed. An Idaho wholesale 
grocery sold $7000 worth of goods in an hour. ® 


Long distance telephone service can be custom- 
made to suit your business. No matter what the 
requirements of your organization, this swift, eco- 
nomical service can be fitted to them. 


What distant calls could you profitably make 
now? You will be surprised how little they 
Will COSE. . 2. 2 ee ee oe + + Calling by 
number takes less time. . . . Number, please? 
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Confidence and Respect 


Above and beyond all other considerations is the 
fact that the combined trade circulations of Auto- 
mobile Trade Journal and Motor Age, approxi- 
mately 75,000 paid, reach and cover in excess of 
85% of the automotive dealer purchasing power 
in the United States.* 


These two well-edited publications are 
not only subscribed for and paid for, 
but command the confidence and respect 
of the consequential components of our 
vast net work of automotive dealers from 
the Atlantic to the Pacific, and from 
Canada to Mexico. 


Therefore if you want new re- 
tail outlets, and if you wish to 
keep present retailers favorably 
impressed concerning the profits 
advantage of your product, an 
adequate use of Automobile 
Trade Journal and Motor Age 
will prove most effective—and 
pleasingly low in cost. 


Chilton Class Journal Company 
PHILADELPHIA 
Publishers of Automotive Business Papers 


Motor Wor_tp WHOLESALE 
CHILTON CaTALoc & DireEcTORY 
CoMMERCIAL Car JOURNAL 
OPERATION & MAINTENANCE 


AUTOMOBILE TRADE JOURNAL 
Motor AGE 

AUTOMOTIVE INDUSTRIES 
AUTOMOTIVE INDUSTRIAL RED Book 


*This fact is proved. A copy of the proof will be sent if you request it. 
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TOMORROW YOU'LL WISH YOU HAD THE AUBURN FRANCHISE 


Because Auburn cars 
have gained such a 
great acceptance— 
and Auburn dealers 
have been so success- 
ful—information 
about the Auburn 


franchise, carrying 
good discounts and 
no commitments, 
should appeal to 
you. Write us. 





























, 115 an 195; 115 Sport Sedan $2095; 115 Roadster $1 5; 
er 95; 1 aeton Sedan $2395. Freight, Tax and Equipment Extra. 
AUBURN AUTOMOBILE COMPANY, AUBURN, INDIANA 
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Let Curtis Air Equipment | 
make your business better 


- With modern air-powered tools and appliances you 
can handle work in much greater volume; do each 
job better, more quickly and with larger profit. All 
evidence shows that the air-equipped shop is making 
the most of low operating costs. 

The ideal source of air for this equipment is the 
Curtis Compressor—product of 30 years pneumatic 
engineering experience. The Curtis Compressor em- 
bodies all the manufacturing skil! of this 73-year-old 
organization. Asa result it serves you longer and 
requires less attention. And always there is behind 
it a responsibility that is rated at “‘a million or over’’. 

Highly organized production keeps Curtis prices 
low. You will find Curtis Compressors “Easy to Buy” 
from dealers and jobbers everywhere. 


Curtis 


Pneumatic Machinery Company 


St.Loul 


1957 Kienlen Ave., St. Louis 518 U Hudson Terminal, New York 




























\Iarch 


8, 1928 MOTOR AGE 














































ih ih iis iif Ui) 


{| iy i 
i)! oo t 
Nit i 












\ { 
y 
h ————S : 
WSS ps hy 
+N. 


‘ 


S\ "<2 
PULL- A- SHADE 


(Patents Pending. Trade Mark Reg. U. S. Patent Office) 
Operates Rear Curtain From Driver’s Seat 


FITS ANY CLOSED CAR 


What 20 Million Motorists 
Are Waiting For 


List $350 Liberal Discount, Sold Through Leading Jobbers 


REN MFG. CO. 


1502 Main Street, Winchester, Mass. 





Booth 600 
Boston Auto Show 























There are Profit Making Ideas 
in Every Issue of 


Motor AGE 





Many subscribers of MOTOR AGE, 
who realize the value of its contents 
each week, route every issue regularly 
through their places of business to all 
departments. 


MorTor AGE 


PHILADELPHIA, PA. 


CHESTNUT and 56th STS. 


As a means of business-building this is 
a profitable habit to encourage, both 
for the benefit of the organization and 
its individual members. It is always 


best to read MOTOR AGE every 


week. 
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One stroke cuts lining 


Cleanly and Quickly 


Don’t waste your time trying to cut brake lin- 
ing with shears, knives or any old thing lying 
around. Be up-to-date. Use “Yankee” No. 2000 
Brake Lining Cutter. Not only on fast jobs, but 
on every lining job day in and day out, the con- 
venience of this dependable cutter is worth while. 


“YANKER” No. 2000 Cutter 
Price $17.25 


Can be fastened to bench or floor, or mounted on 
board so it’s portable. Lever operates a rack and pinion 
movement. Knives are highest grade steel. Adjustable 
in case of wear. 


Capacity, 32 x 6 in. Cuts belting also. Extreme 
length, 11% in. Height, closed, 7 in. Open, 81% in. 
Handle length, 13 in. from center. Weight, 22 Ibs. 


Some Other “Yankee” Tools 


Ratchet Breast Drills Automatic Feed Bench Drills 
Ratchet Hand Drills Automatic Feed Chain Drills 
Plain Screw-drivers Ratchet Tap Wrenches 
Ratchet Screw-drivers Vises, Removable Base 


Dealers everywhere sell “Yankee” Tools 


“Yankee” on the tool you buy means the utmost in quality, 
efficiency and durability. 


Write for FREE “Yankee” 
Tool Book 


This interesting little book is for all lovers 
of fine tools. It tells just what you want 
to know about all the famous “Yankee” 
Tools for making work easier and quicker. 
Write for your copy today. 

NORTH Bros. MFG. Co., 


Philadelphia, U. S. A. 


“YANKEE” TOOLS 


Qnake Beller Nechanics 
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What the engine is to the 
automobile— 


what the propeller is to the 
airplane— 


what electricity is to the 
dynamo— 


G=s 8 
oom, 


what broadcasting is 
to radio— 


Motor Age is to automotive 
dealers: An indispensable 
factor in buying, advertising 
and selling. 
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SIARABIATOR 








The unique construction of STANDITALL O : : 
Radiators eliminates much of the old-fashioned | uick Ser V 1ce 
separator or “dummy.” ‘The waterways are 


more spacious and closer together, thus pro- on. Rewinds 


viding freer circulation and a wider distribu- 


| tion of the water to be cooled. If you are looking for quicker de- 


That’s why STANDITALL provides more liveries on all your armature and 
heat dissipation per cubic inch than the ordi- field coil rewind jobs you will save 
gary kind—meaning less “boiling” and need time on deliveries and money on the 
for water replenishment. work by sending them to the “Arma- 
ture Rewinders.” Work is guaran- 

J. C. BLACK MFG. COMPANY teed and prices are low. 

, Oil City, Pa. WRITE FOR OUR SPECIAL PRICES ON 
Expert Department, 116 Breed St., New Yerk City FORD ARMATURES IN QUANTITIES 
Pacific Coast Southern States Northwestern States 

“Sian ha aoe Peatross & Arthur 

San Francisco, Cal. Minneapolis, Minn. 


“The Armature Rewinders’ 


_—_ STAND nl ATOR 1643 West Broad Street, Richmond Va. 























Assortment 
No. 2 


Se a 











Measures toe-in at hub level—special calibrated dials 
give reading in sixteenths of an inch 


The New Bear Aligner No. 10 


— GREATEST TOOL OF THEM ALL — 


Measures PITCH as well as toe-in. 


Finds bent spindle arms. Small Springs! 


Straightens bent and twisted axles. 
Lines up rear wheels so they track. : ds ° 
For all cars and trucks. The See of Big P rofits 


A Peck’s Spring Assortment is more than a con- 
venience—it’s an opportunity for you to make 
money! For example, Assortment No. 2, shown 
above, contains 250 finished steel and brass exten- 
sion and compression springs. You buy it for 
$3.50, sell springs at 25 cents each and make 
net profit of $59.00. <A spring for every need 


This tool will earn its cost the first week—from 
then on it’s “velvet.”” Ask your jobber-salesman, 
or write at once and get full information. FREE 
Instruction Manual tells how to line up wheels 
and axles—sent on request. 


B 1 when you need it—that’s a Peck’s Spring Assort- 
EAR MANUFACTURING CO ment! Others at $1.50 and $5.00. Ask your 
Rock Island, Ill. jobber for Peck’s or write us! 
Al k f the B Axle G , Tracking G ’ INV 
and Axle Aligning iououaedia only Wheel and THE PECK SPRING COMPANY, Plainville, Conn. 
e Alignment Service for garages that is complete, 
accurate and practical. co E-; C K ? a enere 
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Makes a ~ Joint 


The results of your work with 
Rubyfluid are right. You know 
that before you start. 


That’s why this non-corrosive, 
non-explosive, non - injurious 
soldering and tinning flux is 
preferred by mechanics every- 
where. Do a job with Ruby- 
fluid. You'll like it. 


The Ruby Chemical Co. 
68-70 McDowell St., Columbus, Ohio 
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atounte Chain Tightly 
In One Minute 


The EZ-CHAIN-ON makes it 
possible to put chains on tightly 
without jacking the car, taking 
up the slack or soiling the 
clothes—all in one minute. And 
how they sell! List at 35c each, 
65c per pair. Liberal discount. 
See your jobber. 
Protex-A-Motor Mfg. Co. 
Pittston, Pa. 


IN-ON 


MOUNTERS 












































TIME STAMP 


FOLLETT’S doz 
MODEL 

; accounts for every labor minute 

Prints the year, month, day, hour, 

minute, A.M. or P.M. at the exact 

moment the plunger is pressed—like 

this, for example: 


NOV 19 820 4 33 PM 


Tells when a job is started—and when it is 
finished. There can be no dispute over the 
time charge. 


Absolutely automatic — except for winding. | 
Every machine guaranteed. 





Learn the inter- 
esting details 
from our de- 
scriptive data. 


Follett Time Recording Co., 217 High Street, Newark, N.J. 


“Established Since 1904” 
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Every Car Owner Needs 


“Common-Sense” 
Closed Car 


V entilators 








Tell 
Them So and 
Increase Your Profits 


Ask Your Jobber or 


Write ACKERMAN-BLAESSER-FEZZEY, INC., Manufacturers of 
‘“‘Common-Sense’’ seat snubberettes for auxiliary seats in closed cars. 


1258 Holden Avenue Detroit 





o Clean up for Spring! 


Do it safely, economically. Remove grease and road dirt 
from the service floor and driveway, smudge from walls 
and windows, weather stains from gas pumps. Clean up 
with Oakite and the Spring rush will find you prepared. 


Booklet on request. 


Oakite is manufactured only by 
OAKITE PRODUCTS, INC. 
18E Thames Street New York, N. Y. 


OAKITE 


Industrial Cleaning Materials a» Methods 
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IDEAL, HOSE 
CLAMPS 
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MAKE tt KE LEAKS IMPOSSIBLE 


IDEAL HOSE CLAMPS 
in ASSORTMENT 
DISPLAYS 
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give you a small, complete 
stock of standard car sizes 


and a GOOD PROFIT. 
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| paaee eres 
Ask for complete 
catalog 


TYINRANN olichache 








200 BRADFORD ST. BROOKLYN, NY. 





Read It! 


for fresh news 

for new selling plans 
for merchandising ideas 
for hints on buying 

for better servicing 

for lower overhead 

for increased profits 
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It will pay every dealer 
to read every issue of 
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R.I.V. Means Quality 
in Every Language 











250 West 57th Street New York City 
























Shop 
Equipment 


for Battery and 
Electrical Service 


Chicago, Illinois 





4358 Roosevelt Road 




















The 
SUPERIOR REBOUND CONTROL 


adds riding comfort to the car and greatly 
prolongs its life. 


See our Full Page Advertisement in the 
February 16th Issue. 


SUPERIOR REBOUND CONTROL, Inc. 
2905 60th Street Kenosha, Wiz. 
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OHN M. NEWTON AND SONS, Limited, 

Charles Street, London, are prepared to nego- 
tiate for the sale of their process for the manu- 
facture of splinterless glass in the United 
States, the patents for which have been ap- 
plied for. All communications to Méessrs. 
Chantrey Button & Company, 61-62 Lincolns 
Inn Fields, London W. C. 2. 
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Senior (all nickle) $4.50 T - $6.00 
Junior (all nickle) 3.50 YS ONF: Batic » « « $4.00 
ren Initial of Emblem Plate 


sSELF-LOCKING 
RADIATO OR CAPS 


Ask your jobber or write usw 


NORLIPP COMPAN 
568 W. Congress St. Chicago 



















**Bellevue’’ 

Side-Plate 
Trunk 

Carriers 


Most efficient 
for all Cars 
The Bellevue Mig. Co. 





Bellevue, Ohio 


TIMKEN 


Tapered 
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\ AIR COMPRESSORS 








ROLLER BEARINGS, 
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Do you know about 


HOUDAILLE 
Hydraulic Double Acting 


SHOCK ABSORBERS 


Write 
Houde Engineering Corp. 


539 E. Delavan Ave. Buffalo, N. Y. 

















SHOCK ABSORBERS 


Unconditionally Guaranteed 
Mfd. by CHANSON DIVISION, Illinois Iron & Bolt Co., Carpentersville, Il. 




















The Packaré Electric Co. 




















ome Jehnsen Quality Brenze Bushing 
must safeguard a mast By ae 
gained thru a quarter century of successful eperatioa. 
ok asoa Brenze Ce., New Castie, Pa. 


BUSHINGS -BARS 
-BEARINGS 



























New Lower Prices! 


Rewinding Chevrolet armatures, $2.00. 
No charge for’ new commutators. Rewind- 
ing or exchanging any two unit type of 
automobile generator or starter armature, 
50. Any type of Ford armature $1.50. 
Srecial prices on Ford armatures in quan- 
tities. — M. Fredericks Co., 
Haven, 


FREDERICKS 


Lyknu Rewinds 











Stops Pump-shaft Leaks and 
Saves the Winter Solution 
CONNEAUT PLASTIC METALLIC | PACE- 

ING will keep the water-pump tight on 
what winter solution is used. 
All sises in one can. Stocked with your Jobber 





LID. CAB ..cccccccccccces $1.75 per ib. 

BID. CAN ...... ce eeeceees $1.60 per ib. 
Pr THE CONNEAUT PACKING CO. 
Thist = Conneaut, Ohio 











WAP a postage stamp for 

thousands of dollars worth of 
real facts on Car Washing. Send 
for your free copy of the hand 
book. 


MANLEY MFG. CO. 
York, Pa., U. S. A. 












ealers! Now Your License F 


ates Snap on and off! 


Use QUICK CHANGE License Plate Holders on 
your demonstrators—in moving cars to and from 
warehouses—and save labor every time you switch 
plates. QUICK CHANGE License Plate Holders 
snap on and off front bar or bumper and rear 
bracket. They grip. Won’t rattle, swing or jar 



























off. Adjust to fit any size plate on any car. Time 


is money — save it with Quick Change Holders. 
Send the coupon below: 


$9.00 


per set 
Complete 
prepaid 





We split sets for 
dealers in_ states 
requiring only one 
license plate. 












Seen 


Front and rear view 
of bar installation. 


Front and rear view 
of bracket installa- 
tion. 


Quick Change Li- 
cense Plate Holders 
conform with all 
state laws. 


Lawrence E. Woolf 


White Plains, N. Y. 


QUICK CHANGE 


LICENSE PLATE HOLDERS 


Lawrence E. Woolf, White Plains, N. Y. 





Send us............ complete sets of $2.00 per set, postpaid. 
LJ send............ Front Plate Holders only at $1.00 each. 
[ } send .......... Rear Plate Holders only at $1.00 each. 
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BANG. 


When two cars bump at the crossing, with smashing glass, bent 
fenders, etc., the crowd that immediately collects represents 
no particular group of people. It includes bankers, brokers, 
grocer boys, bootleggers, candle stick makers, e¢ al. 


But with your dealer message appearing in the trade’s prin- 
cipal newspaper (edited for 25,000 trade units, comprising 
the industry’s real merchandising effectives), the circulation is 
really effective—with waste comparable to that fractional per- 
centage of impurity that the makers of Ivory soap claim for 
their product. 


Have you noted the recent changes in Motor AGg, which are 
giving it an odds-on advantage in the automotive news field? 
Moror AGE is getting a lot of favorable reaction from its sub- 
scribers—reaction that spells increasing value to those manu- 
facturers who use its advertising pages. 


Motor AGE circulation is paid. Except for AUTOMO- 
BILE TRADE JOURNAL, which has a fractional advantage, 
the percentage of voluntary subscription renewal is 
the highest of any automotive publication. A charter 
member of the A.B.C. An advertising vehicle that 
will carry your dealer message the whole distance. 





If you are interested in a market analysis to determine, in a 
practical manner, just how your product can best be mer- 
chandised via automotive trade channels, we will be glad to 
place our unusual research facilities at your service. 


AGE 


A Chilton Class Journal Publication 





CHESTNUT and 56th STREETS, PHILADELPHIA 
































for Economical Transportation 





New smoothness at every point on the 
speedometer—new power that sweeps 
aside the hills—new acceleration and 
new four-wheel brakes that make traffic 
drivinga pleasure—new riding comfort 
and handling ease—these are outstand- 
ing features of the car sold by Chevrolet 
dealers this year. 


But even more important is the fact that 
all of these new qualities and advanced 
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~AT THESE LOW PRICES! 
orhosbeae 495 Sea”. §675 
Coch . . 585° Cabrtee .°665 
So . . 55 ieee 


All prices f. o. b. Flint, Mich. 
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‘ Thrilling 


| Performance 


Now the Bigger and Better Chevrolet offers new 
elements of smoothness, power, and acceleration 
—proved on world’s greatest proving ground 


engineering features have been thor- 
oughly proved by tens of thousands of 
miles of testing on the General Motors 
Proving Ground. 


Thus the Bigger and Better Chevrolet 
not only makes a spectacular impres- 
sion upon first demonstration, but pro- 
vides lasting satisfaction that creates 
owner good will, owner resales and 
greater dealer profits. 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


Division of General Motors Corporation 
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NGINEERING excellence and beauty made 

standard Motor Wheel wood wheels the most 
widely accepted wheels in the Industry. Only when 
the same quality could be incorporated into a wood 
wheel demountable at the hud, was this type spon- 
sored by Motor Wheel. With Disteel wheels and 
Motor Wheel wire wheels, this makes possible an 
absolutely interchangeable line of demountable 
wheels, all of Motor Wheel character. In addition, 
the Motor Wheel line includes Tuarc steel wheels 
for demountable rims. 
















Wheels by Motor Wheel mean that one source of 
wheel supply can precisely suit Engineering, Pro- 
duction, Sales, Dealers and Public. 


MOTOR WHEEL CORPORATION, Lansinc, Micuican 
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